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The Formula for Success 


Set a definite set of high bus- 
iness standards. Add to that 
a rule that these standards 
must be rigidly adhered to 
and you have the foundation 


principles of the Standard 
Life. 


These standards are exacting. 
They leave no other course 


than a straightforward and 


conscientious treatment of 
policyholders’ interests. 


They demand that an agent 
of the company measure up 
to these standards and the 
company, in turn, measure 
up to its full duties and ob- 
ligations to every one of its 
agents. 

This is the opportunity that 
awaits every agent of the 


Standard Life. 


STANDARD LIFE INSURANCE COMPANY 


Charter Office: Decatur, Illinois 


Executive Offices 
716 Locust Street 
St. Louis Missouri 
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AMERICAN LIFE HOLDS 
MEETING AT MILWAUKEE 


Growth of Organization Is Re- 
viewed at Opening Session of 
Annual Convention 


DAUGHERTY TO BE HEAD 


General Manager of Guaranty Life 
Slated for Election as Next Presi- 
dent of Convention 


By C. M, CARTWRIGHT 


MILWAUKEE, WIS., Sept. 21.— 
rhe annual meeting of the American 
Life Convention is being held this week 

this city. H. R. Cunningham, gen- 
eral manager of the Montana Life, is 
president of the organization. T. W. 
Blackburn, secretary, is on hand as 
usual looking after the details of the 
convention, 

Platt Whitman, insurance commis- 
sioner of Wisconsin and president of 
the Insurance Commissioners’ Conven- 
tion, gave an address of welcome. He 


rred to the state life insurance fund 
with 502 policyholders after ten years 
ot operation. He thinks the life insur- 


ance fund has been a good thing for 
the business in that it shows the peopl 
will patronize honestly conducted life 


companies that are capably and econom- 
lly managed. If private insurance 
panies do their work well and ren- 
real service, state insurance will cut 
little figure. He finds a higher 
standard of ethics in the field. 





aer 
but 


Phil A. Grau, executive director of 
the Milwaukee Association of Com- 
merece, also gave a welcome on behalf 


of the business interests. 


Cunningham's Glasses Smashed 


President J. B. Reynolds of the Kan- 
sas City Life occupied the chair while 
President H. R. Cunningham gave his 
Mr. Reynolds brought down 
the gavel in a business like way and 
smashed Mr. Cunningham's | glasses. 
Mr. Cunningham rescued his spectacles 
trom the debris and found enough glass 


address. 


leit so that he could read his manu- 
script with one eye. He said the main 
achievement of his administration was 
the alignment of the American Life 


Convention companies with the Medical 


Impairment Bureau. Mr. Cunningham 
lvocated more assistants in the secre- 
tary’s office. He thinks that there 

ild be a capable assistant secretary 


» be in training for the higher job when 


ae : 
\ lackburn steps out. 

resident A. O. Eliason of the Na 
t 1 Life Underwriters Association 







Ss present and gave a message of 
g g¢ from the field workers. He 
said organization is endeavoring to 
recruit larger membership because it 
needs greater momentum. Higher 
standards of agency work are needed. 


Secretary Blackburn's Report 
ecretary T. W. Blackburn gave his 
report at the first session reviewing the 
convention year. Secretary Blackburn 

(CONTINUED ON PAGE 20) 
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EFFECT MERGER SOON 


LAUGMAN DISCUSSES PLANS 


Will For- 
mally Take Over Iowa Life in 


International Life & Trust 


Very Near Future 


President J. O. Laugman of the In- 
ternational Lite & Trust states that the 
details of the merger with that company 
of the lowa Life of Waterloo, Ia., have 
finally been worked out on a satisfac- 
tory basis to all concerned. 

“It was just a year ago (Sept. 15),” 
he said, “that we secured control of the 
lowa Life which then had about $4,500,- 
000 of fine business in force. The lowa 
Life had only about 25 stockholders at 
that time and it was troublesome to 
round up even that small number. But 
today there are only six stockholders 
and every one of these part ot the 
International crowd. The merger of the 
lowa Life with our company at last 
ready to go through and only awaits 
the final approval of the lowa and IIli- 
nois departments. I expect the exam- 
iners of these two departments any time 
now and that their report will be ready 
in plenty of time for the annual 
ment of this year to have the combined 
and business of both 
in it.” 


is 


18 


State- 
assets companies 
included 


Business Stays on Books 


Answering an inquiry as to the per- 
sistency of the business of the Iowa 
Lite, which has been practically at a 
standstill for the past year, Mr. Laug- 
man said: “It has exhibited a wonderful 
persistence when everything taken 
into account and over $4,250,000 of fine 
is still on the books. rhis will 


1s 


business 


give the International Life & Trust a | 


end of the 
rhe lowa 


total business in force at the 
year of probably $10,000,000, 
Life stock impairment of a year ago 
amounted to about $2,500 and this has 
been changed, in the interim, so as to 
show a surplus of about $25,000, so that 
the merger will give us, with the 
mium of $15 a sl my company 


has 


lare 











R. 


CUNNINGHAM 
American Life Convention 


H. 
President, 


pre- | 


OPEN NEW LIFE SCHOOL | 


CLEVELAND’S COURSE OPENED 


Instruction in Life Insurance to Be 
Given This Year at Western Re- 
serve University 


Registration began Sept. 19 for the 
course in life insurance which Western 
Keserve university is giving this year 
in cooperation with the Cleveland Life 
Underwriters’ Association. About 25 
students were enrolled and nore are 
expected to come in when the first 


Oh 
o 


lecture is given Sept 


rhe association committee, under the 
leadership of Herman Moss, general 
agent o! the Equit ible Life, has worked 


combining elemental 
cal salesmanship 


sche dule 
with 


out a 


principles practi 


| 


Several well-known local = insurancs 
peopl have been secured to act as occa 
sional instructors, among them being | 
Charles C. Dibble of Marsh & Dibble, | 
general agents, Northwestern Mutual 


who will speak on “Planning the Work” 
and A. D. Hatfield, Mutual, on 
Business Insurance.” Walter H 
president of the ( ke veland asso 
and Laura | Heller of 1 
Snyder general agency the 
M il will 


ethoc ith 


state 


> 
Brown, 
the 


ciation 
1 ol 


W. 
Massachusetts 


utuz 
study o h 


t case Is Ww their solu 

tions 

the main 
and will 

James, aSSO 
Che 

thre 


sue a 


i in 
College, 
Al be ~ <.. 
of economids. 
through about 
and the university will is a 
icate which may be credited to 
a degree to those who complet 
in a satisfactory manner 


g of 

charge of 

professor 
extends 


be 


ciate 


im 


course 

months, 
certil 
ward 
the work 


received on recent stock sales, a net sur- 


plus of probably $50,000 


“The International will begin active 
work in an agency way ry shortly 
now and will enter several new states, 
including Michigan and Wisconsin and 
possibly Indiana.” 





BLACKBURN 
American Life Convention 


T. W. 
Secretary, 


present a] 


| torney F, 





LIFE ATTORNEYS IN 
ANNUAL CONVENTION 


Legal Section of the American Life 
Convention Had an Inter- 


esting Program 


WELLS IS NEW PRESIDENT 


Robert Stone of Topeka in Opening 


Address Took a Sharp Whack at 
Senator La Follette 


NEW 
Chairman—W. 
Miss., general counsel! 
Secretary—W,. H. Hinebaugh, Ottawa, 
ill., general counsel Central Life, 


KEE, WIS 
the 


OFFICERS BPLECTHD 
Calvin Wells, Jackson, 
Lamar Life, 


Lhe 
tl 


MILWAI 
ol 


Sept. 21 


mecting Legal Section of 
American 
successful 


able 


uding 


Life Convention highly 
There was 
battery of legal 
Job Hedges, 
Presidents’ 


G 


was 
an interesting 


and talent present 
| counsel 
\t- 


Sane 


ol 


general 
As 
Dunham the 
organization; William BroSmith 
Attorney Swanson 


Mutual 


i¢ 


ol the Life sociation; 
ol 
the 
of th 
Life, Attorney 
of the Metropolitan Life, Presi- 
Harry L of the Southland, 
McGivney of New Orleans, former 
insurance commissioner and 
general counsel of the Van 
American Life; Col. Dan T. Sims 
the Lafayette Lite. 
Robert Stone ot 

counsel the Kansas 
at the sessions, while W 
of the Lamar Life 


acted secretary. 


rr ivelers, 
Northwestern 
Bates 
Seay 
E. J 
Louisiana 


now 
ol 


Kan., 
presided 
Wells 
Miss., 


Topeka, 
Life R 

Calvin 

Jackson, 


of 


ol 

as 
Stone’s Opening Remarks 

the first 
are th 

assembly 


opening 
lawyers 


An 


Chairman Stone, in 
declared that 
the country 


session, 
stabilizers ot 


of attorneys, he said, is an assembly ol 
citizens who represent real stability in 
a peculiar sense Mr. Stone took a 
whack at Senator La Follette of Wis- 
consin who in a recent address advo- 
cated giving more power! to the 


legislative branch of the government to 
carry out desires if the suprem 
court continues to overruk 
passed owing to alleged non-progressiv« 


its 
mcasure 


ideas. In other words Senator La Flol- 
lette and those who agree with him 
declare that the mandates of the legis 
lature must stand his doctrine, said 
Chairman Stone, is pernicious and dan 
gerous The lawyers, he continued 


must be the saviors of the country and 
must uphold at all times the integrity 
of the three departments of the govern 
enunciated by 


ment. Such doctrine as 

Senator La Follette must not prevail. 
It is vicious propaganda. Some legis- 
lators, he said, are not satisfied with 


the power granted them but thirst for 
more. The courts, the chairman held, 
must determine the limits of the legis- 
lative body and must decide the validity 
of legislation. 

The first formal paper of the Legal 
Section was read by Francis V. Keesling, 
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vice-president and general counsel of 
the West Coast Life, on “Some Phases 
of the Agency Relation.” Mr. Keesling 
gave a detailed review of many angles 
of this question, referring to varying 
court decisions in each case. He pointed 
out the variance between state decisions 


and those of the federal courts, saying 
that the latter appeared to be more 
equitable in most cases. Mr. Keesling 


outlined the relationship between the 
various parties to the contract and then 
went into detail on various phases of 
company liability as affected by agency 
relations. His outline of the cases 
showed that the courts have been very 
liberal in the past in favor of the policy- 
holder, cases of fraud on the part of the 
agent and failure of the policyholder to 
detect the fraud having repeatedly re- 
sulted in the company being held for 
the policy face. He said that agency 
selection had much to do with these 
problems and that, although conditions 
in agencies are improved, the amount of 
litigation still arising indicates that 
there is much room for further improve- 
ment. 
Wagering Contracts 


Benjamin F. Hegler, gen- 
eral counsel for the Great State Life of 
Wichita, Kan., closed the first day’s 
session of the Legal Section with his 
paper on “Wagering Contracts and the 
Incontestable Clause.” Mr. Hegler de- 
veloped the history of the court's atti- 
tude toward the wagering contract and 
showed the general disapproval ex- 
pressed toward such policy issuance. 
He said that policies discovered to have 
been issued without the beneficiary and 
purchaser having an insurable interest 
are looked upon as void and the con- 
tract not binding. The chief problem 


Senator 


in connection with such _ contracts 
seems to have been in the matter of 
settlement, Mr. Hegler’s suggestion 


being that in such cases the company 
pay only the cash surrender value and 
direct that to the personal representa- 
tive of the insured. Three of the four 
outstanding cases cited by Mr. Hegler 
hold that the incontestable clause is not 
binding on the company when fraud 
such as obtaining the policy without 
insurable interest is discovered, the 
fourth case not directly passing on the 
matter. 


Consolidation of Companies 


L. A. Stebbins, Chicago attorney who 
has long specialized in life insurance, 
opened the second day’s program of 
the Legal Section with his paper on 
“Consolidation of Insurance Compa- 
nies.” Mr. Stebbins explained the 
necessary steps for the consolidation of 
interstate and intrastate nature under 
statutory provisions. He told of the 
consequent status of the various parties 
to the contract and the final situation 
of the merged organization. Mr. 
Stebbins warned especially of the need 
for careful study of state regulations 
in the case of interstate mergers and 
furnished a list of the states having 
statutory provisions specifically refer- 
ing to life insurance. 

Life Insurance Decisions 


William Ross King, editor of the 
“Legal Bulletin” of the American Life 
Convention, took as his subject the 
usual topic, “Current Decisions Relat- 
ing to Life Insurance.” He _ confined 
his remarks to the question of foreign 
jurisdiction on transactions within a 
state, taking up the case of New York 
Life vs. Liebing and that of Terral, 
secretary of state. vs. Burke Construc- 
tion Company. In the Liebling case 
the matter of state jurisdiction over pol- 
icy loans made in another state arose 
and the Supreme Court's decision free- 
ing such transaction from state author- 
ity was quoted. The second case was 
mentioned as of special importance, 
though not directly affecting life com- 
panies, as it gives the right for a for- 
eign company to remove a case from 
the state to the federal court. 

Speaking on “Life Policies and Rid- 
ers,” Thomas J]. Tyne, general counsel 
for the National Life & Accident of 

(CONTINUED ON PAGE 20) 








NEW COURSE IS READY 





PLANS FOR NEW YORK SCHOOL 


Director Griffin M. Lovelace Already on 
Hand for New Work at New 
York University 


NEW YORK, Sept. 19—Griffin M. 
Lovelace, director of the school of life 
insurance salesmanship at New York 
University, which opens Oct. 2, is al- 
ready in town arranging for the begin- 
ning of the new course. He left the 
salesmanship school of the Carnegie 
Institute to take up this work, after a 
most successful administration, and ex- 
pects to make of the New York school, 
which is under the auspices of the Life 
Underwriters’ Association of New York, 
one which also will be a model of its 
kind. 


Registrations Coming in 


Already registrations are coming in 
in a2 most encouraging manner, but 
many additional general agents who are 
members of the Life Underwriters’ As- 
sociation of New York, are expected to 
send in their men. Several plans have 
been worked out to popularize the class 
among general agencies in New York 
City. In some cases managers are send- 
ing their men at no cost to the men, 
while in others they are paying the 
tuition in whole or in part under an ar- 
rangement that if the men write a cer- 
tain quota in their first year the cost of 
the course will be allowed them. 

Y. Hoopengarner, until recently 
professor of psychology at the Carnegie 
School in Pittsburgh, has been secured 
to teach the courses in psychology at 
New York University and will be on the 
job when the course opens in October. 

The other instructor is James Elton 
Bragg, executive secretary of the Life 
Underwriters’ Association of New York, 
who will teach “Selling Life Insurance” 
and “Life Insurance Principles and 
Practice.” 


a aN. 


Will Open to Public 

The classes will be held every day of 
the week from 9 a. m. to 12:30, except 
Wednesdays, which will be devoted en- 
tirely to field work. After Sept. 26 the 
courses will be thrown open to the gen- 
eral public, that is, registrations will be 
permitted from outside the life insur- 


ance ranks but every person who takes 
the course will necessarily have to be 
licensed by the state and attached to 


some agency or branch office. So far 


the course has been open only to agents 
and their friends and has not been ad- 
outside of 


vertised much strictiy life 


insurance circles 





W. CALVIN WELLS 
Chairman Legal Section American 
Life Convention 


New 





“SAVE” MORE P POLICIES 


LAPSE SITUATION 


IMPROVED 


Phoenix Mutual’s Interesting Experi- 
ences in Tracing Beneficiaries of 
Lapsed Policies 


CONN., Sept. 19.— 
Contrary to the opinion of the “out- 
sider,” insurance compnnies do not 
“make money” when policies lapse, but 
if it is a loss to the company and the 
business as a whole, it is a still greater 
loss to the policyholder who, for any 
cause whatever, neglects to keep his 
policy in force. 

Thus far in 1922 the Phoenix Mu- 
tual, through its reinstatement division, 
shows a gr ratifying improvement over 
1921 in the “savings” of policies. The 
agencies themselves are pulling to- 
gether better and there is a stronger 
cooperation with the reinstatement 
work, the result naturally being re- 
flected in the figures whic h up to Sept. 
1 show an increase of $500,000 of in- 
surance saved over the entire year of 
1921—and with the best months of 
“cleaning up” still ahead, 

It is interesting to note that in two 
months’ time occurred the death of 
three who had been deaf to all rein- 
statement appeals! 


HARTFORD, 


Hard to Locate Claimants 


New methods are all the time being 
devised and increased effort made to 
keep policies from lapsing, but some- 
times, when there is no hope of induc- 
ing the insured to keep up his premium 
payments, although there is still some 
equity in the policy to be paid at a 
future date, it is difficult to locate the 
claimant. 

A combination of circumstances such 


as the lapsing of the policies, change 
of residence, the failure to file proots 
of death, kept the beneficiaries under 


four endowment policies, settled in Au- 
gust, from receiving the proceeds any- 
where from six months to 25 years 
after the claims were due. In one 
case the policy was issued in 1885, 
lapsed in 1891 and was carried as a 
paid-up maturing in July, 1922, when 
the check was sent and after consid- 
erable correspondence it was learned 
that the insured had been dead two 
years. 
Wife Supported by County 


Another policy, an endowment is- 
sued in 1890, lapsed in 1895, and a paid- 
up due in March, 1922, was issued. It 
took from 25 to doctor, 
postmaster, intimate town clerk, 
and numerous others, the bene- 


30 letters to 
friend, 
before 





ROBERT STONE 


Retiring Chairman of Convention's 
Legal Section 





September 21, 1929 








ficiary was finally located in California, 
although when the policy was issued 
she was a resident of Albany, and it 
was found that the insured had been 
dead some time and his wife was in 


destitute circumstances, being  sup- 
ported by the county. 
A third policy, issued in 1900, lapsed 


in 1912, and was carried under extended 
insurance until a certain date whe na 
cash payment would be due. In this 
case it was found that the insured had 
died within the extended period and 
was entitled to a larger cash payment. 

A fourth claim under a policy 
in 1888 and lapsing in 1912, might 


ISS 1ed 


have been collected in 1897 instead of 
1922 had proofs of death been filed, 
but it was not until the endowment 


matured in August of this year that it 
was discovered the insured had died 
25 years previously. 





AGENTS NOW SELLING IDEAS 


Jere H. Barr of Reading, Pa., Tells of 
Change in Method of Approach 
in Pittsburgh Address 


PITTSBURGH, PA., Sept. 19.—"The 
successful insurance man is no longer 
selling insurance—he is selling ideas,” 


declared Jere H. Barr, of Reading, 
president of the Insurance Federatior 
of Pennsylvania, addressing a rally oi 
Federation members and other insur- 
ance men in this city 

“We do not go into Mr. Jones’ offic 
and solicit $25,000 life insurance,” Mr. 
Barr continued. “We approach the sub- 
ject from a different angle. It is rather, 
‘Mr. Jones, do you realize you have a 
definite value to your partner, Mr. 
Smith, and that Mr. Smith has a defi- 
nite value to you? I wish to tell you 
how in the event of either partner's 
death your business can go along with- 
out inte rruption.’ 

“The insurance agent goes into the 
business man’s office, but does not — 
to write him a $25,000 policy. He calls 
attention to the difficulty his widow will 
find in properly investing his insurance 





money and offers to draw up a trust 
agreement by which the widow will 
receive $200 a month for life, upon her 


death the income going to the children 
up to a certain age, when the principal 


will be paid them. We discuss this 
matter from a number of angles and 
finally write a policy with trust pro 
visions carefully prepared to mect the 


family’s needs.” 
Mr. Barr pleaded for more dignity 
and prestige in the insurancs 
He urged his hearers to oppose any- 
thing that might lead to government 
control or government meddling in the 
insurance business, citing instances o 
federal mismanagement to show wha 
might result if a measure like the I 
gerald bill went through Con 


Albright Sees Prosperity Ahead 


An era of prosperity for this country 
is in sight, according to Dr. C. E. Al- 
bright of the Northwestern Mutual Lil 
Milwaukee, one of the most wid 
known and successful life underwriters 
in the country. Dr. Albright bases his 
predictions upon the unusually heavy 
crops in the Middle West, and the re- 
ported excellent crop conditions gen- 
erally prevailing throughout the Unite: 
States and Canada. This, coupled wit! 
the railroad strike, and the coal strike, 
forms the basis of Dr. Albright’s conclu 
sions. He contends that with the rail 
roads behind in moving coal, and the 
regular fall movement of crops immi- 
nent, the amount of I lon¢ 


business 


; 
I 
t 


gress 


work to be dé 
this fall is so vast that it must naturall 
be spread over a longer period than 
normal, thus assuring general prosperity 
late mto the fall and winter 


To Hold Regional Convention 
\ regional 


agency convention of 


New Eneland Mutual Life will be held 
in Des Moines, Ta., Oct $-5. \gents 
from Colorado, Kansas, Missouri, Iowa 
Minnesota and Nebraska will gather in 


Iowa for the two day session. 
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LIFE INSURANCE FILM 
ATTRACTS ATTENTION 


Graphic Work Has Been Done 
in Depicting the Benefits 
of Problem 


EXPLANATION BY RUSSELL 


Expected That Local Life Underwriters 
Associations Will Purchase and 
Propagate New Production 


MILWAUKEE, WIS., Sept. 19.— 
Can the cost of agency calls be cut 
wn? Can anything be done by pub- 


ity to clear the field before the sales- 


? 


en try to cultivate it? 
An interesting experiment is being 
ed by Vice-President Winslow Rus- 


ll of the Phoenix Mutual and a few 
thers who endeavored to stir up inter- 
st in “National Life Insurance Day” 
ing “Thrift Week.” 

They have had a 1000-foot film built 
istrating the benefits of life insurance 
which is now ready to be sold to local 
life underwriters associations or other 
groups who will propagate it. 


Where It Can Be Used 
Already in Hartford, all the main fac- 
tories have asked that it be shown and 
lso have requested a speaker who will 
give a 15-minute talk on the benefits of 
life insurance. “Ad” men’s clubs have 
ilso sent in a request for it. It can be 
shown before Rotary and Kiwanis 
Clubs, church clubs and_ elsewhere. 
\eighborhood movie houses will dis- 


play it for a fee. 
The cost of the narrow film is $100 
1 the standard film $115. It can be 


used 300 times. Mr. Russell had it run 
tonight for the benefit of those who are 
here attending the American Life Con- 





vention meeting. It made a_ vivid 

impression. There are some graphic 

nes, some interesting figures and 

st nents, some lively cartoon work, 
real thrills 

Mr. Russell said that life insurance 

n might think the hearse is backed 


up to the door too often, but the movie 

roducers urge that there be enough 
sob stuff” to grip the people. 
What the Reel Shows 

The benefits of life insurance are 

lepicted. The various ways in which 

urance money is used are shown, 

rhe sad results of a home head carry- 

ng no life insurance are pictured. The 

experiences of dependent old age are 


In compact form much is_ thus 
crowded into the picture. It cannot 
help but leave a vivid impression. 

Mr. Russell said the average agent 
irns $100 in 60 calls. The work of the 
In reduce the number of calls 
and get larger results. 

It is proposed to tell the story of life 
nsurance in a plain, simple way. The 
educational work by way of mouth is 
effective as far as it goes but it does 
not do mass work. Individual advertis- 
is very expensive. The companies 
do not warm up to institutional adver- 
tising. It is the purpose of the movie 
o bring the attention of large groups 


to hte insurance. 


is to 


How Money Was Gotten 


Forty companies contributed to the 
Thrift Week” fund. It was proposed 
0 return 60 per cent as it was not used, 
ut all the companies consented to the 
over-subscription to be employed in 
l ving the expense of building the 
lust enough figures are put in to tell 
but too much of this would 
the purpose of the movement. A 


a storv, 


det ‘ 











LIFE INSURANCE 


EDITION 


INTERNATIONAL IS BEHIND IT|GREAT SOUTHERN LIFE’S PLAN 


St. Louis Company to Occupy Five 


Floors of Combination Theater 
and Office Structure 


ST. LOUIS, MO., Sept. 19.—The In- 
ternational Life plans to finance and 
occupy five floors of a $1,500,000 to 
$2,000,000 office and moving picture the- 


| President Greenwood Addresses 


atre structure to be erected at Grand 
and Washington boulevards. Nego- 
tiations are in progress for a 99-year 
lease on the site which at present is | 


occupied by the Midway Theater. The 
ground rental involved is said to be 
$25,000. 

The new structure would known 
as the International Life Building, and 
that company will virtually control it. 
The promoters, whose names have not 


be 


| of 


been made public, have until Sept. 20] 


to perfect negotiations for the ground 


lease under a contract with the Inter- 
national Life, according to Jacob L. 
Babler, vice-president of the com- 
pany. 


Present Quarters Inadequate 


The International Life now occupies 
the sixteenth floor of the International 
Life Building, Eighth and Chestnut 
street, which it recently sold to Henri 
Chouteau. The company has_ been 
growing very rapidly and its present 
quarters are said to be greatly inade 
quate. 

The Grand 
ideal. It is 
Washington 
Grand boulevard. 
lar city park directly 


boulevard location is 
situated at the head of 
boulevard as it meets 
There is a triangu- 
opposite where 


the main entrance to new _ structure 
would be located. The site has a 
frontage of 144 feet on Grand boule- 
vard by a depth of 1,500 feet. The 
theater, which would have accommo- 
dations for 3,000 persons, is to be on| 
the rear of the lot. \ large eastern 
moving picture producing company 


Meet- 
ings of Agents at Houston and Dal- 
Tex., and Wichita, Kan. 


las, 


President E. P. Greenwood of the 
Great Southern Life, Dallas, Tex., in 
stead of holding an annual meeting this 
year, has been conducting district meet 
The first of these meetings was 
held Thursday of last week at Hous- 
ton, Tex, About representatives 
of the company were in attendance. 
F. W. Griffin, superintendent of agents, 
was the presiding othcer. 

President Greenwood addressed the 
agents. This is the first time Mr. 
Greenwood has talked to his agents in 
a body since he has become president 
the company. He told of the acti- 
vities of the company, of the 
future plans, and gave a general out- 


ines. 


bo 


some 


line of the future of insurance. His 
talk was very well received. 
Other Officials Speak 

J. C. Cameron, vice president and 


actuary, told of the various new feat 
ures of policies, dealing in particular 
with automatic premium loans, long 
term endowments, etc. 

J. F. Wellington, Houston agent and 
editor of the Great Southern monthly 


bulletin, was also one of the speakers 
Dr. Joseph E. Daniel, medical director, 
talked on the sub-standard business 
Several of the agents also addressed 
ithe meeting. 

On Friday a similar meeting was 
held at the Dallas office There was a 
big attendance at this meeting rhe 
Sal spc akers who addressed the 
Thursday meeting gave very interest- 
ng talks at the Friday meeting in Dal 
las In addition, L. S. Adams, secre 
tary of the company, was on the pro 
gram. 

Meeting at Wichita, Kan, 
On Monday a district meeting was 


contemplates using the new amusement | 


palace as a first run house for its pic 
tures. 
The structure will be on an elaborate 


scale and of striking design. It will 
dominate Grand boulevard, the main 
north and south thoroughfare of the 
city. 

movie crowd demands action and emo- 
tional scenes. Sentiment goes a long 


way in the film world. 

If this film is used effectively, others 
will be built to tell the life insurance 
story in other ways. Mr. Russell said 
the film had been shown before 
groups of business men and many 
remarked after seeing it that they began 
to calculate whether they carried enough 
life insurance. It is up to the local life 
underwriters bodies to purchase 
film and get it shown. 


NOW TO WRITE SUBSTANDARD 


Union Central Life Will Enter New 
Field Oct. 1 to Give Greater 
Service to Agent 


The Union Centsal will Oct. 1 
commence to substandard insur- 
ance, a plan which it has had in con 


1) 
on 


issue 


templation for some time The com 
pany will at first take only certam 
classes of substandard risks itself, re 
insuring the others in one of the com 


panies which has had considerable sub 
standard experience. 

The company thus falls in 
1 growing list of companies prepared 
to give full service to agents. 


with 


line 





Allixon-McAdory-Withington Com- 
of Birmingham, Ala., has been ap- 
general agent for the Southern 
of Greensboro, N. C. Ernest 


The 
pany 
pointed 
Life & Trust 
L. Lloyd 


ment of the company. 


held at Wichita, Kan. This also proved 


to be a very interesting and enthusias 
tic meeting. 

Che Great Southern Life, under the 
management ol President Greenwood 
has been quite successful. The com- 
pany has made a good showing. rhe 
agency torces have been strengthened 
materially all along this line There 
lis no doubt that the future success of 
this company is assured 


various | 


this | 


; non 


is in charge of the life depart- | 


Hold Missouri-Kansas Convention 


The Minnesota Mutual Life held a 
joint convention of the W. A. Brock 
Sedalia, Mo., agency and the S P 
Bearden Kansas City agency at Kansas 
City Sept. 15 and 16 

During July and August, the Min- 
nesota Mutual put on a big App-A 
Week contest, in which V. H. Brock 
W. A. Brock’s brother, won the first 
prize by having written six apps a 
week for eight weeks with four extra 
thrown in for good measure Cc. E 
Gentry of the Brock agency also wrote 
six a week for cight weeks with two 
extra for good measure Orin Scrog- 
gin of the same agency wrote the larg- 
est volume for the two months but lost 


out on the App- A-Week contest through 
production one week. 
Si Bearden, who has been transferred 


from Tulsa to the Kansas City man- 
gership, 1s moving into offices at 205 
Republic Bldg.. and has started the 
nucleus of an excellent orgamzation 

All of the men stayed over for the 
big speedway races at Kansas City 
Sunday in which the five leaders broke 
all world records 

Senator Geerge Wharton Pepper, gen- 
eral counsel for the Penn Mutual Life, 
will speak on “Industrial Unrest—the 
Cause, Effect and Remedy,” at a luncheon 
of the Philadelphia Chamber of Com- 
merece at the Bellevue-Stratford next 
Monday. 


| NEW BUILDING PLANNED HOLD DISTRICT RALLIES |HITS ISSUE OF DOUBLE 


_ INDEMNITY PROVISION 


i 


|Casualty Executive Directs Attack 
in Speech on This 


Clause 


TROUBLESOME 


UNSOUND, 


Urges Those at Convention to Return 
to Sound Underwriting and Elim- 
inate This Hazard 





A severe condemnation of the double 
indemnity clause was made last week 
by J. G. Madigan, vice-president of the 
Union Indemnity, speaking before the 


annual convention of the International 
Claim Association in Atlantic City. 
While Mr. Madigan was treating the 
subject entirely from the casualty 


standpoint and chiefly in connection 
with its interpretation by courts decid- 
ing on claims, it is of general interest to 
liie underwriters, as the double indem- 
nity clause of the life policy is the same 
as in the accident policy. 


Interests Life Men 


His statement that it should be elim- 
inated from the casualty contract and 
his plea for casualty companies to re- 
turn to sound underwriting principles 
is added material for those opposed to 
the clause in life policies. It is felt that 
if the clause is unsafe for casualty com- 
panies it is tar more dangerous for life 
companies, whose work is worked out 
to lar greater actuarial precision. 

After a detailed analysis of court de- 
cisions regarding the interpretation of 
the clause as applying to public convey- 
ances, Mr. Madigan directed his atten- 
tion to the clause of itself, saying: 


Courts Broaden Field 


“The courts are constantly broaden- 
ing the field and this, of course, is the 
effect of the general principles of legal 
interpretation, the court said in re- 
terring to the double indemnity clause 
in 232 Pennsylvania 213: ‘It is to be 
noted that the clause was inserted by 
the insurer itself in the policy of insur- 
ance, which it issued to the insured, and 
if it intended that the same should have 


as 


a restricted meaning for which this 
counsel now contends, it could have 
readily so worded the clause. The in- 


surance company could have so worded 


it that there would now be no doubt 
that the appellee could not insist that 
it was intended to extend her claim. 
It is next to be remembered that as 


the words used in the clause are the lan- 
guage of the insurer, a salutary rule of 
construction them be 


requires to con- 

strued most favorably to the insured.’ 
Calls It “Gambling” 

Chis, of course, is the principle 


upon which the courts must act, and it 
is something that our underwriters and 
policyholders should have constantly in 
mind The double indemnity clause 
has, with the recent development in 
modes of travel, assumed an importance 
that not f when it was 


was dreamed of 
first policies. The 


inserted in our 
hazard incurred by this clause was not 
as great in the old days as it is at the 
time. It was inserted in poli- 
cies not for the purpose of developing 
insurance along conservative and busi- 
ness-like lines but as a catch penny 
frill, 

“It is not insurance at all in a techni- 
cal sense. It is purely a lottery or 
gambling hazard. 


present 





Present Conditions Not Foresecen 


| “When our roads were built years 
| ago, it was for the sedate travel of horse 
| 














N eminent statistician, writing 

about ancient fortunes, speaks 

of Croesus having been worth 
$80,000,000 and Solomon about 
$20,000,000. These were the real high- 
spots in wealth in the early days, he 
declares. But the old Bible story of 
the King who loaned one of his chums 
10,000 talents of gold is recalled. You 
remember, when the king asked for 
it, the fellow begged for a few weeks 
of grace, and got it. Here was a king 
who had it all over Croesus and Sol- 
omon, for he thought nothing what- 
ever of helping out a friend to the ex- 
tent of $275,000,000, which was the 
value of 10,000 gold talents. You'll 
find the tale in Matthew the Eight- 
eenth Chapter, and it is worth read- 
ing. Money, apparently, meant noth- 
ing in those young days, but it cer- 
tainly does today, doesn’t it? After 
you are gone it must come in just the 
same, if there are any loved ones. 
Life insurance is the best medium to 
take your place. 


The Prudential 


Insurance Company of America 
Incorporated under the laws of the State of New Jersey 
EDWARD D. DUFFIELD, President 


Home Office, Newark, New Jersey 
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1867 EQUITABLE LIFE 7972 


Insurance Company 


OF IOWA 


Results of 1921 
Insurance in force ...... acta ... «+» $286,934,616.49 
Admitted Assets............ eeeeecece $ 39,234,839.04 
Ratio of Actual to Expected Mortality......... 34.7% 
68% of all business written since organization still in force. 


For information regarding Agencies 


Address:—Home Office: Des Moines 











|} on new club business. 
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drawn vehicles which required little or 
no space to pass in safety. 

“Today motor driven juggernauts 
pass, or attempt to pass at express train 
speed and a large percentage of thes« 
vehicles are now public conveyances 
under the law. 

“When the double indemnity clause 
was written into our contract 30 or 
more years ago, these conditions were 
non-existent, and never dreamed of ex- 
cept in the minds of a Verne or a 
Wells. 

“An official of one of our largest rail- 
road systems told me recently that the 
passenger service on his road in the 
Adirondacks has been cut in half by 
the automobile traffic, largely busses. 

“Our statistics show a rapidly in- 
creasing casualty list from traffic acci- 
dents. 

Urges Sound Principles 

“The lesson to be drawn is a plain 
one. ‘Let us return to sound casualty 
insurance principles and by removing 
the double indemnity clause from our 
contracts, effect the elimination of a 
ghastly speculative source of increas- 
ing losses for which no proportionate 
premium is being charged, and which 
so largely has contributed to the 
troubles of the claim man in dealing 
with fraudulent claims.” 


LOESCH GETS AGENTS BUSY 


New York Manager of Manhattan Life 
Lining Up Men for Next $100,000 


Club Meeting 
At the recent meeting of the Man- 
hattan Life’s $100,000 Club, George 


Loesch of New York, manager of the 
company’s metropolitan department, 
agreed to take twice as many agents to 
the Chicago club meeting of 1923 as any 
other agent would take. There were 
several takers of the challenge, so Mr. 
Loesch got busy with his own men by 
tendering a luncheon to 20 members of 
his agency, known as the “Select Few.” 

In addressing the meeting he main- 
tained that an agent who was not able 
to write at least $100,000 of paid-for 
business a year after having one year’s 


Was wasting his time and _ should 
try something else. As to hard 
times, Mr. Loesch said they were not 
nearly as bad as the lazy man thought 
they were and he pointed to the general 
improvement in industrial conditions 
which is already apparent, following the 
ending of the coal strike and the near 
ending of therrail strike. He said the 
farmers reported bumper crops too. Mr. 
Loesch said the life insurance salesman 
has many advantages over salesmen in 
other lines, because he has dozens of 


arguments on the merits of his goods | 


and is not limited to any one class of 
prospects as is the case with commercial 
crummers. 


Mr. Loesch commented on the hot 


weather type of age , cone | Se : 
type of agent who does nothing | building is 


in a day because it is too hot and then 
decides to rest up the next day. 
minded his hearers that it was 
easier to do the wrong thing than the 
right thing, so much easier to put the 
job off till tomorrow than to do it today. 
At the conclusion of his remarks one 





He re- | 


much | 


of the leading producers of the agency | 
volunteered to excel his previous rec- | 


ords and those present pledged any- 


where from $150,000 to $800,000 of busi- | 
| ness before May 31, when the bell rings 


Mr. Loesch has 
offered three sets of prizes for produc- 


| tion in his agency during the balance 


of the club year. One goes to the agent 
who first qualifies by writing $100,000 


| of new paid-for business on 12 separate 
lives; second to that agent writing the | 





largest number of risks and third to 
every agent who produces two applica- 
tions a week for the balance of the club 
year. 

Edward W. Davis, for 25 years cashier 
of the Aetna Life at Philadelphia. died 


Sept. 12 at the age of 61 years and was 
buried from his home in Lansdowne, Pa. 





: s “pal |} San Francisco. 
experience in the life insurance business, | 
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Some Statistics 
On Mortgaged Homes 
In Leading Cities 
HE Equitable of New York has 
| worked out a table showing the 
mortgaged homes in leading 
American cities. The data is most in- 


teresting. The Equitable in telling 
about it says: 
The insurable population upon which 


alert agents can work is practically in- 
exhaustible Take the number of mort- 
gaged homes in the United States Ac. 
cording to the World Almanac” the 
are in the thirty-five leading cities 1,630,-. 
003 homes owned, of which 71,830, or 606 


per cent, are mortgaged Probably but 
a small percentage of these mortgaged 
homes are protected with speci . 
surance to liquidate the mortgage in the 
event of the death of the owner Prob- 


ably a still larger percentage of f 
in the United States are 
further from which prospective 
insurers can be obtained. 


source 


Owned Owned Owned 
Homes, Homes, Homes, 
City— rotal Free Encumb 
BeOS sccsnes 24 
Atlanta 5,676 
Baltimore +,900 
Boston 19.609 
Buffalo 26,744 
a 102,719 
Cincinnati ~ 


Cleveland ... 
Denver 
Detroit 
Indianapolis 

Jersey City... 





Kansas City... 27,879 . 
Los Angeles... 54,278 28,360 
Louisville ..... 17,714 11,356 
Milwaukee .... 37,382 14,994 
Minneapolis ... 37,090 16,606 
New Orleans... 19,003 12,446 
New York..... 160,707 33,358 
ORE casese 13,591 2,839 
Brooklyn ... 86,818 16,191 
Manhattan .. 10,768 3,813 
Queens ..... 6,980 
Richmond 3,535 
Newark ...... 4,93 
Omaha ....... 9,677 


Paterson 


i) 
i) 


Philadelphia .. 
Pittsburgh 36 
Portiand, Ore... 29,752 








——" 
on 
~ 


5,998 
Providence 12,641 5,203 
Richmond .... 9,958 6,444 
Rochester .... 28,535 678 
St. Louis...... 44,700 


A eae 


Seattle 
Syracuse 


Toledo 





Washington... t 
FORRCTS .ccces 244 

The average home owner can be im- 
mediately interested if asked, “Are you 


going to bequeath a home or a mortgage 
to your loved ones?” 


Plan New Home Office Building 


Plans for the erection of the new 
home office building of the National 


Life & Accident of Nashville, Tenn., 
have been completed. The structure 
will occupy one of Nashville’s most 


valuable sites at the corner of Seventh 
avenue and Union street, directly oppo- 
site the Tennessee Memorial Park. The 
designed in the classical 
order to harmonize with the memorial 
building and park project, and at the 
same time to express its purpose as 
the home of a great insurance institu- 
tion. It will be constructed of In- 
diana limestone, facing on Seventh 
avenue 150 feet and on Union street 75 
feet. The building will be five stories 
in height. The fifth floor will con- 
tain, in addition to the working space, 
an emergency hospital fully equipped. 
It is planned to provide a cafeteria and 
recreation room for the use of the em- 
ployes, an auditorium for special gath- 
ering of agents, etc.. and also a rool 
garden. The building will be fully 
equipped mechanically. An electric 
generating plant will be installed not 
only for the lights for the building. 
but to operate computing machines and 
other devices that will be used. 
refrigerating plant for furnishing cooled 
water to all departments will be 1n- 
stalled. The building will be steam 
heated and all work rooms will be 
ventilated and in summer cooled by a 
special system. 
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URGES LIFE INCOME 


EMPHASIZES 


DAY “PROGRAM” 
Chicago General Agent Was Principal! 
Speaker at Cincinnati Association 
Meeting Last Week 


LIFE INSURANCE EDITION 
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Final Sketch of The New Home 
of The Lincoln National Life 




















The HOME of THE LINCOLN NATIONAL LIFE p, INSURANCE COMPANY 








WAYNE —— IND 





‘‘The Most Beautiful Life Insurance Building in the World 


VERY revision in the plans for the New Home 

of The Lincoln Life has been made with the ambition to 

improve its facilities. ‘There will be mammoth 

windows to give plenty of light for each department. 
The floor spacing is adjusted to aid the alignment of effort in 
handling every branch of the business. 


service 


Construction is already under way on the magnificent 
edifice which is to stand in the business district of Fort Wayne, 
Indiana, and which will have a frontage of 260 feet and extend 
back on the two side streets 120 feet. ‘The building will be 
used exclusively by The Lincoln Life. 


The four story unit now being erected, and which 
will be completed within the next year, 
for five years before adk liti ions will be 

rapid rate of growth of The Lincoln 


is calculated to serve 
necessary al the 


Life. 


present 


T his splendid structure, reflecting the service ideals 
of the Company it is to serve, is another proof that it pays to 
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The Lincoln National Life 
Insurance Company 


“Its Name Indicates Its Character” 


Lincoln Life Building Fort Wayne, Indiana 
Now More Than $220,000,000 in Force 



































AN YOU PAY— 


YOUR DEBTS? 


R the average man and woman life is chiefly made up 
of the business of living. In that process people assume 
all sorts of obligations—they must—-which are as real 
as business paper and must be met as promptly. Default 

in either case is disastrous; the defaulting business man ceases to 
have credit and goes out of business; the social or moral or 
political defaulter just disappears. 

Few realize that being born puts us in debt. 

No fault of ours, but a fact. Dame Nature issues our 
paper as soon as we utter that first cry. No wonder it is a cry 
of fear! That paper really constitutes a more serious obligation 
than any other promise to pay we ever issue. 


IT HAS NO SPECIFIC DUE DATE 


But it will certainly mature; it will not be forgotten or 
lost or destroyed by fire, nor will it be forgiven. 

It may mature tomorrow; it may not mature in 
forty years. 

The average man has to shake himself together to realize 
that any such obligation exists. Think a moment! 


Who paid for your upbringing ?—Did you? 
Who paid for your education ?—Did you? 


Possibly in part if you worked your way through college. 
But having graduated from college or elsewhere you (the aver- 
age boy) go to work. Now, perhaps, you break even; you do 
not yet begin to repay what you owe; you can't. 

Then you start in business. Obligations rapidly multiply; you begin 
to understand what a dollar means and especially you learn that you must 


pay your debts. 
hen (if you are so fortunate) you marry and then again, perhaps, 


children come. Obligation now piles upon obligation. 

No one can properly meet those obligations but you. Suppose 
you die one fine day. Then your family will discover the due date of 
your paper. 


IT WILL ALL MATURE AT THAT MOMENT 


Have you made provision for that > 

Can your estate pay up? 

If not, who will pay? 

Somebody must. IT’S THE LAW. If you don't know who will 
pay and what form that payment may take, ask any agent of the New 
York Life. He'll tell you. 


New York Life Insurance Company 
DARWIN P. KINGSLEY, President 























A Few Reasons 


WHY SHENANDOAH LIFE AGENTS ARE SUCCESSFUL! 





Up-to-the-Minute Policy Contracts. 

A Correspondence Course in Salesmanship. 

A Liberal Agency Contract. 

A Free Circularization Bureau. 

Whole Hearted Co-operation of the Home Office. 
A Liberal Substandard Department. 

The Numerical Rating System. 











Agency Openings for PRODUCERS 


The Shenandoah Life Insurance Co., Inc. 


ROANOKE, VIRGINIA 
The Agents’ Company—The Policyholders’ Company 
On Agency Matters Address—The Agency Manager, W. F. MACALLISTER 
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superior to that of a motorman 
street car? Simply this—that motor- 
man did not have the temperament or 
the ability to choose for himself a pro- 


gram in life and follow it through. He 
was born without initiative. He fell 
into a rut and stayed there. You 
men—you who are now fairly in the 
{| way of accomplishing large things 


you owe a debt of gratitude to someone 
because you are endowed with superior 
faculties and with an ambition which 
has lifted you above the common-place, 
routine type of worker. You are inde- 
pendent, you are in a profession which 
offers possibilities, large possibilities of 
service and earning power and you 
owe a debt to someone for the position 
which you now occupy. 





that 


“How are you going to pay 
debt? Let me tell you a story: 
“In the city of Boston today there 


is an old woman 81 years old who is 
knitting socks for a living. She is the 
| former wife of Jim Fiske who at one 
| time left her $3.600.000 in good securi- 
ties. Sharpers and investment crooks 
have gotten every bit of it away from 
her until she is reduced to this terrible 
dilemma of knitting socks or starving. 


A Silent Accusation 

| “The condition of that widow is a 
| silent accusation against some life in- 
surance man who, with a little more 
|} thought and a little more pressure, 
might have induced Mr. Fiske to pro- 
| vide a monthly income policy which 
| would have made the present unfor- 
| tunate and tragic life of his wife impos- 
sible. All of vou men owe a debt of 


| gratitude to the public, to those whom 
you may insure. And you must pay 
in careful planning, by adopting a pro 
eram of your life which shall include 
careful preparation and consistent work 
end of insuring as many pros 
as possible for the protection oO 
and their own 


to the 
pects 


their loved ones old 


age 

“Does a man say to you, ‘I don't 
need insurance’? Does he sav he is 
provided for, that his future is taken 
care of? (;,0 to your newspaper files 
of twenty and thirty ago; take 
out the advertisements of your big 
bankers and business men and where 
are they today? Drive the thought 
home that those men probably thought 
they did not need protection ‘in their 
day. and vet, who knows now what it 
might have meant to them or to their 
dependents? 

“Did you’ ever 
‘Rossing Johnson’? A 
took that method of 
when he was a boy and at the end or 
every day he would look at himself 
and say, ‘Iohnson, you didn’t work to 
shirked. Don’t let it happen 
He did not spare himself but 
to boss Johnson until he 
foreman, a_ superintendent 


vears 


the story ot 
railroad man 
himseli 


he ar 
big 


driving 


dav: you 
again.’ 
continued 


became a 


land ultimately a high official of the 
| road with which he began in a ver) 
humble position, 
Sentiment Is Valuable 
“That man could do the trick, can 
you? Most men cannot boss them- 


selves, they have to have some sort ot 


a sentimental ideal. Don’t be afraid, 
men, to get sentimental. There is 
someone in the world of whom you 


are particularly fond. Perhaps it ts a 
mother; perhaps it is a wife or sweet- 
heart here or in the other world. Keep 
her picture right before you, think what 
she would have you be, and live up to 
that ideal by letting it become the 
guiding star of your lives. Let your 
program of life be steady, regular, con- 
work and in; your 


sistent, effective 
canvass the slogan ‘An Income Policy 
for Every Member of the Family of 


Every Prospect Whom I Canvass.’ 
“Get a vision—get it somewhere, some- 
how, I care not. Only get it. Refer 
to vour work in vour own thoughts and 


vou he is indeed a good life insurance 





man.” 


on a 


in vour talk with other men as the 
work of God in keeping homes and 
families intact Know it within your | 
own soul and let it shine out of your 
life. Have a real life program as that | 
those who know you best can sav of? 
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TEACHERS’ FUND PLANS 
REPORT OF N. Y. ASSOCIATION 


Backed by Carnegie Corporation and 
Issues Wide Variety of Life and 
Annuity Contracts 


booklet has bee: 
Insurance & An- 

New York. It is 
led “Handbook of Life Insura 

and Annuity Policies for 

explained the various 


iteresting 
sued by the Teachers 


\ssociation of 


leachers.” 


it are 





policies offered to teachers 


information about 


teresting 

ciation. It has been published several 
times that the “purpose of this corpor 

t and annu- 


ion is to provide mMsurance 


ities tor teachers and other persons 
ploved by colleges, universities or 
Institutions 1 
cational or research work: and to 
without 
corporation or to its stockholders.’ 
paid-in capital and surplus of $1,000,006 
Cane 


engaged primarily 


duct its business profit 


ective ly 
requirem 


} > 
pen C 


tion of New York are, res] 
and ten times the legal 
This association 
system built by the lie insurance com- 
panies and agents, adapting it pul 

lic cause. 

It is regrettable that not one word 

credit is given the organized life ins 

especially since man 


1 1 
has used the 


ance companies, 
comparisons are made throughout 
book showing how much more beneficial 
it is to be a member of this associati 


than to buy insurance from a company 
that employs agents and has the « 
sequent expense. At the end of 192 
insurance in force was $5,578,352 a 
annuities $1,165,851, altogether 1,095 
policies of insurance and 947 annuit) 
policies were in Its assets 
$1,651,102 


} 


rorce 


Variety of Contracts Issued 


Among the contracts issued is a de- 
ferred annuity contract, for which rat 
at age 35 1s $20 per month, guarantecing 

monthly annuity of $160.06 at : 


age 


This contract is adapted to teachers’ 
salaries, allowing them to increase tl 
amount as their salary increases \ 
straight life annuity may be purchased 
amount provided by payment of $1,001 


age 35, being $4.97 per month, or $4.5 
the annuitant is a woman. Sur 
ship annuities are also issued. 

\ tull line of regular contracts 
issued, including de life ins 
ance policy, 5, 10, 15 or 20-year tern 
term insurance expiring at age 60 « 
iges up to 70; whole life, limited pay 
ment life, endowments fully paid up at 
age 65 or endowment maturing at ag 
65. Rate at age 35 on 20-payment lit 


is $2.37 monthly, or $27.57 annually. Al 


reasing 


though contracts are issved on the no 
participating plan, dividends have beet 
credited on all policies 
policy vear. Anvone ke a\ 
ng profession is charged 
cent rate. while reduced 
10 percent are in effect 
remain 

It is a pension system for those who 
their 


after the first 
ne the tea 

the 100 per 
premiums ot 


for those whe 


give lives to teaching, inasmt 


as part of the expense is paid by th 
‘nterest from the donated capital and 
the balance comes from the savings of 
a non-agency system. 
Hold Convention in Omaha 

General agents of the North Amer 
ican Life of Omaha, from North Da 
kota. South Dakota, Kansas and N« 


hbraska, met at the home office in Omaha 
fast annual convention 
W. F St. Louis. sales 


manager Life of Ilh 


week for their 


Bilheimer of 


of the Franklin 


nois, was in charge of the meeting on 
hoth days of the two dav session. 
Peres F. Huff of Huff. Drever & Co 


agents of the life 


of Travelers, returned 


York 
denartment 


New general 


} 
last 


week from a trip abroad with his family. 
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Collins Farm Mortgages 
Are Passed Upon Only 
By Experienced Men— 


VERY man in The F. B. Collins Investment Company is 

a veteran in the farm loan business, and especially in 
the field in which we operate. Mr. F. B. Collins, the pres- 
ident, has been engaged in the business since 1884, and 
has gathered about him an incomparable organization of 
specialists. 


Nearly all our field men are stockholders, and are, of course, 
interested in our success. All inspectors are ona salary basis. 
Therefore the inspector has no pecuniary interest in recom- 
mending a loan. 
“Thirty-eight years Fen after the field man or inspector passes favorably on 
without the loss ofa ay application for a loan, it is reviewed at the home office 
cent of principal or by a committee of officers, who have a perspective the man 
interest to a single 4 the ground may lack. 
investor.” : 


All these precautions make our loans among the most con- 
servative in the United States. We will be glad to tell you 
more about them. A post card will bring you the informa- 
tion you desire. 


One of a series of advertisements 
addressed to the insurance men 
of the United States. 


re F.B.Collins Investment Co. 


Oklahoma City, Okla. 
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Boys Who Are Going to College 


lHEsE are the days when boys are 
going away to college. It is an impor 
tant hour in their day. Most of them 
ire leaving home for the first time to 


assume definite responsibilities. It is a 


critical period in a young man’s lite. 


Upon his conduct at college rests his 


reputation in future years. 
Many life insurance men _ probably 
overlook the 


on the 


opportunity for writing in- 


surance lives of these young men, 


the premium to be paid by their parents 


or some relative. In the first place, 


when a boy of this age realizes that he 
carries a policy of life insurance, it has 
a stabilizing effect. It brings him to 


his senses. He is not entirely dependent 
has There 


point for the 


as he been. has been the 
creation ot an 
will fall 
contingency 


able 
something to his parents. The 


starting 
to which later in life he 


He realizes that if the 


estate 
heir 

of death overtakes him, he will be 
leave 


has a lite 


very fact that a boy insurance 
policy puts him in a different frame of 
mind than he was before. Those who 


have gone through college and have car- 


ried life insurance testify to its value 


as a steadying factor. It frequently 


holds the 


his senses 


It brings him to 
ahield. 


boy in line. 
when he may be tar 


It is just one of those safeguards 
thrown about a young man at a vital 
moment, 

\ young man entering college has an 
economic value to his parents Chey 
have brought him up to that period 
They have educated him, cared for 
him, looked after his interests. They 
have spent hundreds of dollars to clothe, 
feed and provide for him in many ways. 


No one can be born and enter into life’s 


relationships without incurring a finan- | 


cial responsibility. A young man enter- 


not able to repay his 
state the 


incurred in his 


ing college is 
obligations that 
behalf. It is 
man 


family or the 


have been 
tated by 
who 
fully and is able to take his part in the 
command 
than 


some authorities that the 


has gone through college success- 


world at large later on, can 
about $1,000 more a year as salary 


This 


thousands 


the non-college man. may be an 


exaggeration, yet and thou- 
sands will testify to the benefit of a col- 
education, not only from a financial 
but 


of cultural value. 


lege 


standpoint, from the broader one 


At any rate, the 
university 


young 


man entering a has an eco- 
it should be protected. 
looking on 


commercial 


value and 
Parents naturally are 
the life of a 
standpoint. 


nomic 
not 
son from a 
At the 


is there 


same time this eco- 


nomic value and should not be 


overlooked. The parents have a pertect 
right to protect that value. 
Another very important thing in tak- 


ing out life insurance at this time is the 
rate. If a young man has his insur- 
ance while he is 17, 18 or 19 vears of 
age, he will have a good flying start by 
the time he leaves college and gets to 
work. 

Most agents recommend the 20-pay 
life policy for a young man going to 
college, as it will become paid up and 
out of his way by the time he is 38 or 
9 years of age. The cost is not great. 


If only a $1,000 policy is purchased, 
that should be done by the parents. The 
parents are investing in the boy's educa- 
and that investment might well be 

Here is an opportunity for 
life insurance agents these days, when 


voung fellows are going off to college 


tron 


protected. 


In a Fortunate Position 


Lu nsurance men are fortunately 


their own vocation is 
THomas S. ApAMs, 
economist of Yale, in 
igents of the Na- 
Madison, 
followed 


ituated so far as 


concerned, Prot. 


1 


the well-known 


his talk before the 
roNAL Gt Lire of 


Wis., said 


i line of 


ARDIAN 


that any man who 


work that lifted him above the 


ground floor of human life and inspired 


him was most fortunate. In passing he 
reterred to the effect of bureaucratic 
positions in government offices, which 
tend to dull the spirit. Many people 


holding such positions sink down into a 
along auto- 


thought 


deadened routine and move 
matically without giving much 
to their subject. 

In speaking of life insurance he char 
acterized it as an activity that furnished 


its workers with abundant opportunity 


to accomplish much for themselves and 


for mankind. Life agents perhaps 


ometimes forget how well situated they 
working stan¢ They 


are from a Ipoint. 


are in a line of endeavor that brings 
them in contact with all classes of peo 
that 


into rela- 


through such contact 
One 


tionship with other 


ple. It is 


men grow. cannot come 


men without taking 


something from them. The very fact 


that life insurance affords its workers 
an opportunity to make a good living 
and at the same time to contribute 


should be 
efforts. 


much happiness to mankind, 


a stimulus to greater and nobler 


Where a man in his daily work appre- 


ciates its value and its opportunity for 


achievement, he is spineless indeed who 


allows himself to get down into a rut 


and not be encouraged to extend his 


influence and = execute and 


greater things 


greater 
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Henry H. Marot, auditor of the Penn 


Mutua! Life, died Sept. 16, closing a 
record of 42 years of faithful service 
for the company. 

Death resulted from pneumonia with 


complications. He was 63 years old 

Entering the employment of the Penn 
Mutual as an office boy in 1880, Mr 
Marot did “a little bit of everything” 
in the clerical line in the days when 
the company had but a han¢eful of 


clerks altogether, working side by sid 
with Mr. Paterson, father of the pres- 


ent assistant auditor. His loyalty and 


perseverance won steady advancement 
until he finally became auditor about 
~O0 years ago Then he set about re- 


organizing the department Records 
were changed, the card system was in- 
stalled, the staff was increased grad- 
ually until it now numbers about 80 
and many other improvements wer 
made to keep pace with the growing 
business of the compan, Recently he 
had been supervising the introduction 
of the daily accounting system at th 
agencies. Practically the entire depart 
ment grew up under his jurisdiction 


Mrs. Isaac Miller Hamilton, wife of 
the president of the Federal Life of Chi- 
cago, was killed in an automobile acci- 
dent near Archibald, Saturday. Mr. 
and Mrs. Hamilton and their 13-year-old 


daughter, Marian, had been on an ex 
tended automobile trip through New 
England. They were en route home, as 
Mr. Hamilton was arranging to attend 


the meeting of the American Life Con- 
vention at Milwaukee this week Mr. 
Hamilton was at the wheel with his wife 
beside him. Marian and the chauffeur 
were in the rear and were injured 
slightly. Mr. Hamilton was thrown out 
but landed on soft earth and was only 
arm was broken. The road was under- 
going repairs. A deep hole had been 
filled with crushed rock. The rear 
wheels swerved to one side Mr. Ham- 
ilton was not able to right the machine 
It went over an embankment, pinning 
Mrs. Hamilton beneath it. 

Mrs. Hamilton was socially prominent 
in Chicago. She was a woman of rare 
beauty, possessing many endowments 
of mind and character that endeared her 


to a large circle of friends. She and 
Mr. Hamilton were married 15 vears 
ago, 


Mr. Hamilton is one of the best known 
executives in lite and accident circles 
He served as president of the America 


Lite Convention, Association of Life 
gency Officers and Health and Acci 
dent Underwriters’ Conference 


Mr. Hamilton and 
“ast to 


sioner <’ 


his tamily motored 
ittend the Ih vance Commi 
ttene Lhe Surrance Commis- 


Convention at Swampscott. 


Mass., and after that were journeyin 
home by easy stages Mr. Hamilton 
planned to he Mily ke Tuesd \ 
to attend the American Life Convento 
meeting 

ry} ’ “aor ey » 1 

ii Tnnera Vas ii ! at k schnut 
Ce neteryv o1 Puesday Phe tollow! 


acted as pallbearers: William Jurgens. 
H. Paul Jurgens, A. FE. Forrest. vier 
president, North American Accident: 
W. B. Price, FE. E. Tolman, A. W. New 


ton, F, J 1 ™* sch and ( Cc ( hi ckerit 


President t John D. Sage, of the U1 


entrs il Li ~will be one of the speakers 
at the camel meeting of the Lift 
Presidents’ Association New York in 
December fr. Sage will also speak 


before the Marion, O., Chamber of Cor 


merce in’ President Harding’s home 
town some time in October. Marion 
is the old home of Mrs. Sage. Mr. 
Sage, by the way, is making a popula 


president for the Union Central and 

has adopted a progressive policy for 
prog I 

his adn inistration which appeals to 


field Some time 
liberalized its surrender 


ago 


the men in the 
the company 


values and it will on the first of the 
month open a substandard department. 
It has also adopted several other lib- 


eral features. Mr. Sage is 
himself to be an executive 1 
unusual grasp of the pr 
lems of agents and the 
eral. Although one of the youngest 
{ lents | I had over 25 ye 


| reside! s ne nas 
11 
two able admuinis- 


showing 


with an 


business in 


experience under the 
trations of Presidents Pattiso1 


roceeded him 


the special annual <¢ vention nut 

the Missouri State Life Weekl 
| illetin, pub last week. I 
company has issued an elaborate | 
let, bound in a cover of royal purpk 
report of its 
mvention held at the hom 


Great Lakes 


ishe d 


and containing a detailed 
wwency cf 
office and on the € 
the six weeks’ cruise of the club met 
bers. It contains countless handson 
photogr raphs of all phases of the cor 
vention trip and is a document wh 
will be highly prized by all of t 
company field men. In its foreword 
ithe company that this volume 
portray the spirit of pro 
lopment and growth ex 
and ¢ 


durin 





says 
strives to 
deve 


, 
pressed at he 


vyress, 
homecoming 
vention. 

S. J. Blashill, the new 
Ohio National Life, is a graduate of 


(niversity of Michigan, and of Dr. 


secretary of the 
the 


Glover's courses 1 insurance mathe 
matics there He is a young man of 
parts who has made a splendid record 
in the Ohio National home office since 
coing there some vears ago as assistant 
actuary. Mr. Blashill’s rapid rise illus 
} trates the opportunities home offic 
vork offers to well-equipped young 
nen, who enter the business with seri 


ous intentions to master the home othc« 


routine and thus equip themselves tor 
larger responsibilities. Mr. Blashill is 
level-headed, a close student por hard 
worker. and ts developing mto a cay] 
able life insurance official 


John G. Walker, president of the Lit 
Insurance Company of Virginia, who 
has been abroad since early in the sun 
mer, is expected to return to his 
in Richmond this having sailed 
last week for this country. One of the 
important matters awaiting his attes tio1 
question of whether it will be ad 


WCCR, 


Is the 





visable to add seven stories to the pres- 
ent ha ndsom« five-story home office 
building ot the company New Yorl 
irchitects h een at york on plans 
he propos iddition for sever 
onth In t event these plans 
1 carr to re CONIpany, it ts 
understooc ‘ erect a companio 
building o | sa MOCK which Ss 
ow d ent ly ¢ res t 
ice building was ere 1 ten vears 
at ¢ ~ yt - Oooo 
Ed. Shoemaker | Lincoln Na 
n Tite it Da nport Ia.. clos 
his ~t | ] company last 
Saturday and up to Friday nig las 
only had $900,000 tq his credit. Anx- 


ious to round out a million if possibl 
he secured 
the proprietors of the 
Company of Iow: a for $100.00 and w! 
ast seen on Fri night was hustling 
t« ret the —— fon sonst to his man 
in time, as he put it, “to top 


the application of one ot 


Miller Hot 


hy 


off that 








million.” Mr. Shoemaker’s “brain 
surance” slogan which gained for hin 
second = prize it the raphic demon- 
stration contest at Toronto in Aug 
caused one of his friends to mail | 


1 


addressed “Brain insur 


and it was 


a letter merely 
ance man, Davenport, la.,” 
promptly delivered at his 
Kahl baildine 


office in re 


F. C. Bogart of the F. A. Woods 
Pittsburgh believes in get- 


agency oft : 
young. Last week he read 


ting them 


in the newspaper of the birth of 
son to a neighbor. At once he called 
upon the proud father and within 

| hour had sold him a policy for $5,000 
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to insure the new arrival’s education. 

During their talk Mr. Bogart found 

hat the man also had a daughter two 

ars old, upon whom there was no 

urance. Within two hours Mr. Bo- 
convinced the father that she also 
ld have an educational policy and 
him another $5,000 policy 





\ number of hfe insurance men in 
Virginia and West Virginia are making 
plans to have President A, O. Eliason | 
of the National Association of Life Un- 
derwriters make a trip through that 
on and particularly to assist in re- 
ig the local association of Charles- | 
W. Va. Mr. Eliason has been in- 
to address the “Billy Sunday | 
Club” of Charleston, under the aus- | 
ces of Okey Johnson’s famous fighting 


pices of Okex Johnson’ famous fighting Nobody wants to depend on somebody 
tnahad Gaeek aie ax one! else in a deep way. We are all content 


jumphal march starting at 


\ and going to Richmond, Charles- 


. “Huntington, | Blucield, | Roanok to be tied together in shallow ways: 
sctenaee Me oa cal but we want to be able to say “I will” 
ran A anly, presiaent of the n- | ‘< 3499 » 
lianapolis Life, has sold his summer | and “I won't - it belongs to our man- 


e with several acres of the property 


ie ee ee hood. It belongs to our Life Insurance 
rontage and has plans for building an- | ° ° ° 
r house later. His property is ex- | Salesmen as well. Their independence is our 
tionally well located in a district that |} 
ieee peal Walle Gah olds Sigh iver! constant thought. For that reason we have pro- 
ntry homes. . ° ° . ° 
vided a course of instructions in Life Insurance 
he Colemhion Wattonst Eile of Beo- Salesmanship, for only with knowlege comes 
n celebrate its 20th birthday Sept. | : 
perfect freedom. Then we make it easy for them 


President Childs marked the occa 
rtment heads sit down with him to remain independent by placing in their hands 


by having the junior officers and | 
Vice-Presidents Sears and Brown | 


“family” dinner \ message ot 
. dd will is elegra »hed to he gen- . . ee 
eae te ee Ga ded Shake ae Pan-American Standard Accident Policies 


ers at the home office. 


Pan-American Non-Cancellable Accident Policies 


Phe agents ot the Federal Lite vi - ae 
Chicago are honoring President Isaac Pan-American Non-Cancellable Income Policies 
1 T a in September, it cing | 
Dag con: Baca ina pasado Pan-American Unexcelled Life Insurance Policies 
Federal organization more than 22 i — 
wears, He was its first president. Mr. Pan-American Sub-Standard Policies for Under 
“seg "st rept admitted 0 thi Average Policies 
r ot Illinois and sl! v attcr starting 
ictice ft 1 1 Life s organ- 
and | | r : s ‘e ; J M ° ‘ 
liton state senator ft Do you know of any one enjoying more freedom 
~ » 14 He is one of the best 


out Ble insurance enecatives ta tn and independence than the successful Life Insur- 
i - ance Salesman? Can you imagine any finer or 
Se er ee Sen ot See more inspiring occupation? 


& Stolzenbach. general agents at Lima 
©.. for the Missouri State Life, was 
killed in a street car accident last week R : 
Mr. Boerger_had been with the Mis Remember, our Courseof Instruction in Life Insur- 
sourl State ife since 1917 and had ° ° ° 
always been a prominent figure in its ance Salesmanship is free. If you are interested, 

ld forces. He was a member of the 
$250,000 Club and a leader among tix 
ersonal producers 


ne | Address 
Walter Le Mar Talbot, president of 


Fidelity Mutual Life, is delighted 


cver the country. This interesting forn 
of celebration was arranged by Frank 
']. Svkes, manager of agencies, and 105 


with the birthday remembrances to th E. G. SIMMONS, Vice-President and General Manager 
responced Mr Svkes also re 


value of $718,000 which he received re 
cently in the form of applications, 17° - 
I an-Ame! 1Cafnl 
> ao 
1\ d many otl er expressions ot good 
ll in addition to those accompanied 1 - I 1S] | I al ( iw Ol] } } al } 
applications 


all, from Fidelity Mutual agents all 


Harry B. Arnold of Columbus. ©O 
e-president nd eeneral counsel! of N 0 1 U S “ 
“Ohio State Life. is at Atlantic Cit) e r eans. . | 
uperating from a_ serious surgica W 

: He had his appendix ra 


wed and also was operated on for 








| stones He was not ibl to go to 
meeting of th Legal Section of 
American Life Convention at Mil 
waukee this week He is usually one 








fi the most regular attendants 
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NATIONAL FIDELITY CHANGES | 
Sioux City Company Announces Sev- 
eral Agency Appointments in IIli- 
nois, Iowa and Oklahoma 
been made of | 


appointments by 
lowa 


Announcement has 
several new agency 


the National Fidelity Life of 
Walter W. Stevens, formerly general 
manager of the Ford Automobile Co 


in northern Texas, has been made gen- 
eral agent at Muskogee, Okla. 

E. T. Judd becomes a member of 
Read-Crosby, the company’s general 


agents at Chicago. Mr. Judd goes to 


Chicago from central Illinois 

W. L. Munn, famous Nebraska toot- 
ball player in 1922, known as_ “Big 
Munn,” has joined the home office at 
Sioux Citv, Ia. Mr. Munn is a law 


graduate. 

C. H. Gall, cashier and vice-president 
of the First National Bank at Onerda, 
SD, has been appointed general agent 
at Mitchell, S. D. The new general 


agent for northern Iowa is C. B. Gra 


|! to California 


ham, 
at Estherville, Ia. 

A. E. Lundgren, field superintendent 
of the company, has been making a tour 
of a number of agencies in the Middle 
West. 


Charles S. Hutchings 


Charles S. Hutchings, state manager 
in California for the last six months tor 
the Montana Life, has resigned and has 
returned to the employ of the West 
Coast Life at San Francisco as a mem- 
ber of the home office organization. Mr. 
Hutchings will have charge of the con- 
servation of business and his activities 
in this connection will be divided about 
equally between the home office and the 
field. He was formerly, with the West 
Coast Life as assistant actuary from 
December, 1916, to May, 1919, when he 
resigned to become actuary for the 
American National of Galveston. He 
was promoted to agency manager of the 
ordinary department shortly afterward, 
and held that position until his return 
with the Montana 


——— = = —- — = ———— 
= ——= — Te = 


| 


Prior to his 
West Coast 


with the 
Hutchings had 


first connection 


Life, Mr. 


| been employed in the actuarial depart- 


cashier of the First National Bank | 


tional iLife at Aberdeen, S. 


Life. | 


ment of the Northwestern Mutual Life 
at Milwaukee. 


Jean A. Norris 


Jean A. Norris has been appointed 
general agent of the Northwestern Na- 
t D., succeed- 
ing G. W. Hart, state manager for the 
past eight years, who recently decided 
to retire from life insurance work on 
account of other business interests 
which demanded his attention. 

W. Rolla Wilson, vice-president of 
the company, stated that Mr, Norris 
had been promoted to general agent as 
result of his excellent work in personal 


production and organizations. In the 
past six years Mr. Norris has written 
more than $2,000,000 in business and 


he « © . ~~ H 
has always occupied a high rank among 
the company’s representatives. 





William H. Gallagher 
William H, 


pointed 


has been ap 
newly 
the Missouri 
Mr. Gallagher 
agency work 
time he was appointed 
agents for the Pittsburgh 


Gallagher 
manager of the 
lished branch office of 
State Life at Erie, Pa. 

been active in 
1913, at which 
director of 


eal 
Cstdl- 


has SIllCc¢ 














surance Company. 


You SERVE the Public 





If You SERVE 


“It ain't the individual, nor the army as a whole, 
But the everlastin’ teamwork of every bloomin’ soul.” 


TEAMWORK is the spirit of the Union Central Life In- 
Each individual agent knows that the 
Company is back of him, ready to encourage and urge him 
onward in his work. 


Indications of Company progress during the past year are 
the establishment of a Service Bureau,—the adoption of new 
policy contracts,—increased cash values,—and an increase 
in the interest rate to 5 per cent on policy proceeds and on 
dividends left on deposit. 


Such progress gives two in one satisfaction,—satisfaction 
to policy-holders,—satisfaction to agents. 


You SERVE Yourself 











Cincinnati, Ohio 


‘The Union Central Life Insurance Company 

















| work will be to take charge 
| velopment in 





have 
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Life. After dissolution in 1917 he 
went with the Canada Life as agency 
inspector. He has spent much of his 
time in organization work, but at the 


same time earned membership in the 
Quarter Million Club of the Canada 
Lite for three consecutive years. 





5. F. Trumbo 


Omaha Life has been 
by the Minnesota department and J, 
F. Trumbo of Broken Bow, Neb., has 
moved to Minneapolis to become state 
manager of the company. 


John M. McTeer 


The 


licensed 


John M. McTeer has resigned as 
general agent at Los Angeles for the 
Missouri State Life, and as soon as 
his successor is appointed he will re- 


old home 
line of 


Missouri, his 
another 


turn to 
anc engage in 


State, 


busi- 


ness. Mr. McTeer has been connected 
with the Missouri State Life for Ssev- 
eral vears and under his management 
the Los Angeles agency has enjoyed 

gratifying growth and_= develop- 
ment, 

R. F. Lee 

t. F. Lee has resigned as vice-presi- 
dent of the State Life of Des Moines 
to become manager ot the western 
department of the company, with 
temporary headquarters at Hobson, 


Mont. The State Life has just been 
licensed in Montana and Mr. Lee's first 
of the de- 
that state. 


W. I. Fraser 


\W. I. Fraser, a former Nebraskan but 
a leading life man in the state of Wash- 
ington for a number of years, is return- 
ing to Nebraska to become agency man- 
ager for the Bankers Life of lowa, hav- 
ing charge of western and central Ne- 
braska, with headquarters at Lincoln 


Asquith & Asquith 


[The George Washington Life an- 
nounces the appointment of Asquith & 
(Asquith, a firm composed ot Fred G. 
and Frank A. Asquith, as district man- 
agers tor eastern Tennessee, with head- 
quarters at Knoxville. 

Both are experienced salesmen, and 
have already attained a very fair meas- 


ure of success in the life insurance field. 
In addition to their ability 
producers, they are 


as personal 
organizers, and 
their appointment in early 


demonstrated their ability 


SINCE 
September 


along these lines. 
W. B. Kee 
W. B. Kee of Atlanta, Ga. has joined 
the Lorick & Vaiden agency of the Mis- 
souri State Life in that city. He has 
been connected with the Atlanta office of 


the Connecticut Mutual Mr. Kee has 


gained considerable prominence in his 
by his tenor voice 
Davis & Neelley 
Davis & Neelley have been appointed 
general agents for the Shenandoah Life 
at Lawrenceburg. Tenn. These men have 
wide following and experience in life 


insurance work in southern half of mid- 
dle Tennessee, 


Harry G. Arend 


Harry G. Arend who has represented 
the Western Union Life in Sacramento, 
Calif., for some time past has resigned 
to accept the position of district mana- 
ger at that place for the West Coast 
Life. succeeding Darrel D. De Coe 

Shea & Dross 

Shea & Dross have been appointed 

general agents for Sarpy county and 


part of Douglas county in Nebraska for 
the Bankers Reserve Life. This general 
agency was recently opened in South 
Omaha 


time 
Fire 

has 
as a 


Johnstone, for some 
of the Stutz 


Thomas G. 
past representative 
Engine Company of Indianapolis, 
gone with the Indianapolis Life 
agent, working in Indianapolis. 


special 
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Wilder of the Om 
promoted to 
superintenden 


NEWS OF THE PRUDENTIAL 


Agent Joseph S 
Neb t } 


district has beer 


assistant 


ne position of 
Some Agents in Brooklyn Are Making | the same district 
Most Excellent Records in Their 


1922 Activities 


Public Savings News 


The Publi 
announces the 
field Superintendent 


Savings of Indianay 
following changes in 


nt Harrison E. Briggs of the RO 


| klyn No. 12 district of the Pruden- 


as a very creditable record in both | y y wackett of Tipton has gone 
es of the business, Mr. Briggs |) Kokomo; F. Casey of Indianapolis 
appointed in March, 1921, and av- been appointed superintendent of 
ved over $1 a week industrial and | gictrict W N. Worrell of Mitchell 
lerably over $1,000 per week ordi- . - 


been promoted to 
reC~ 4. Shedron has been ;: 
— , . = tendent at Anderson; James Whelatr 
srooklyn No iwarded a 


persistently 


superintendet 
He bids fair 


14 


irpass this : 
surpa thi ppointed sup. 


Superinte deney 


os ws . been 
Wing the results of City 
the condition of his account. special canvasser at Terre 


x the current vear he has effected H Ww 








been transferred from Albany to Braz 


Wayne Minton has been appoin 


aha 
the 
t in 


rolis 


the 


Newberry wi be special car 
rease of over 50 percent in his | yasser in the Evansville Distt 
advances with a corresponding re- Superintendent leans Stephenson a 
1 in his gross arrears. This has | gy, year man, has been appointed ma 
ast i Steady Increase in indus- ager of the Andersor distr jus 
moderate lapse He . on formed, comprising the following ci s 
considerable ordinary with every | anderson, New Castle, Elwood, Alex 
placed ,; andria, Summitville and Fairn nt 
‘vent Fred Locasto of the Brookly? t 
listrict 1S MAaAKINE an eXcellent rec- 
the industrial branch of the work Western & Southern News 
again proving himself an all- The following ppointms at fs ails 
d insurance representative His int superintendent are ant . by 
shows low arrears and hig col- Western & Souther I y 
me Pf Detwiler, Bellefontaine, O \. B 
\gent M. F. Rigney is one , nose Hilton. Wilminetor ) Ger Rot sol 
vh cal ilways be depended upon Cincinnati West a Kaplit Chik o 
irge ordinary writings and from | widdl H. Gierard, New Castle, Ind.: J 
ent results secured it is apparent | w. Eith, New Albany, Ind.; Leo Sullivan 
n addition to being the leading | st Louis Nort} G. Simonds. St. Louis 
£ f tl Kansas City Mo No. 2 | North; E. E. Hindman, Indianay is N 
he is determined to achieve a H. E. Pressler Fort Wayne Ind The 
igher position among the con following assistant superintendents have 
= leading nts been transferred A. Herold, from Cin- 
\oer S. E. 3 of the Kansas City cinnati West to Cincinnati East; H. Rl} 
\ N 1 district has the distinction of | dabaugh, from New Castle to Rochester 
2 sted No. 1 in both industrial and Ind.: J. B. Spicer. from New Albany, Ind 
ry In addition to his commend- | to Louisville West 
duction record he also maintains eae 
rags toh ~ecatcngg a coe Metropolitan Montana Changes 
bus s Fred H. Stevens of Butte Mont has 
peaking f the Kansas ¢ is taken charge of the Helena office of the 
M. L. Patrick of the Kansas ¢ Metropolitan Life succeeding W 3 
dis s the divisior eader Bluff. who has been transferred Bil- 


lings. 








NEWS OF LOCAL ASSOCIATIONS 








st. #aul, Minn,.—T hundre th lent f } Mir ! s isso j 
x life insurance men of St. Paul an George Foste represent Ss Pau 
ipolis greeted A, O. Eliasson, new ssociatior nd Bonnie Pe so! 
dent the National Assovciatt« of Mr. Eliason w greeted with great ay] 
Underwriters a i infor net plause when 1} rose t S K His 
sday vening I was the gesf pularity n Twin ¢ s | ran 

st vable gather rs f life men has long been known | ever was 
vriters hat i ! held expressed wit x? er husiast thar 
‘ es rN i Official rey t this dinner In his remarks Mr. 1} 
s I ! s bot SOI L£uve of the tiv s f 
‘ ‘ resent d spok tl Nat nal iss it ! il he 
\ GG. H I 4 St. Pa iss vas nm ] ired int ! t 
presic Mayor Lea fM it regram for s dministr i sai 
ind A x Mavor Ferguson of S tw 1 1 } i } 
id t s (ie ge Hauge deals which the Na na ss i has 
ite su departi ! held in 1} past 
( ssiot G xe Wells, Jr Mr. ! V nv } t ea 
ras j } be presel! ) eT for conferet wi } r off f ti 
! l Hamburg s National a tior ind ti ! 


Special Series 
UNIQUE MANUAL DIGEST 


Policy Analysis 
MISSOURI STATE LIFE INSURANCE CO., St. Louis, Mo. 


Accolerative Option. — Cash value of dividend additions or accumulations may be used 
to pay up policy rf mature it as endowment Premiums may be continued on 


Limited Payment life policies after paid-up until policy matures as endowment 
Beneficiary. — Changeable at will 


*Cash values. ~ After two premiums, within 31 days after default American 3% 
2% On non-participating Modified Preliminary Term reserve, without surrender 


charge Payment of cash value may be deferred 90 days 
Change of Plan Higher premium form allowed at any time (except Continuous In 
stallment by paymer: r as required by 





nt company Lowe? premium form 

aiiowed upon evidence of insurability, by adjustment of difference in cash values 
Disability For varying extra premiun policy will provide. prior to age 60. for 
Waiver of premium and payment of monthly income of $10 per $1,000, beginning 
mmediately upon proof and comtinuing dur disability and life time no reduction 
ayment continued after maturity of endowment After age 60 
1 charge against policy without interest Agreement does not 
} War service Also issues policies providing for waiver of prem 





cover disability f 
iums only 





Dividends End of second year and annually thereafter Options (a) cash (b 
reduce premiums ( a imulate at not less thar withdrawable at any tim 
id purchase participating paid-up additions increasing insuranc Post-mortem 
dividend, after first year, for fractional part of year Both participating and non 


participating policies are participating after paid up 


Double Indemnity For extra premium policy will provide, prior to age 60. for pay 


ment of double fa of policy in event of accidental death within 90 days from time 
of injury Agreement does not cover death from suicide, poisoning, infection, illness 
or disease, violation of law, war service, aviation or submarine operation Limit 
$25,000. 

*Extended insurance. Automatic after two years Non-par With cash but not 


loan values 


Grace 1 days, without interest 
incontestable After one year, except for non-payment of premium 
Limits Aces, 10-65, except Term, 20-60. No fixed amount; reinsures over $50,000 


Term $20, 00¢ accepts reinsurance mingnum policy $1,000 


— After two premiums Interest 6%, ir 
excegt to pay premiur Policy may be ret 
loan thereon Loan insurance will be granted 


advance. May be deferred 90 days 


immed to owner after endorsement of 


Military Service. — No restrictions 


Non-Forfeltable See “Cash Values.” “Extended Insurance’ and “‘Paid-Up Value 
Fractional year's premium increases values proportionately 

*Paid-Up Values After two premiums, within 31 days after default Participating 
With cash and loan values 


Policy in Effect. — At once 


if binding receipt issued and application approve 


*Premium Loans. May be made automat after two premium Interest 6 


Reinstatement At any time (unle 
surability and payment of arrears at ¢ 


previously surrendered 
per annum 


upon evidence of in 


Reserve Basis. See “Cash Values.”’ 











Residence and Travel No restr 

Restricted Occupations. — No conditions 

Settiement Options.— Cash. Trust Fund (Interest Payments) at not less than 3% 
(non-par 3% Limited 1-25 years and Continuous (5 10. 15 or 20 years 
certain) hiy installment Payt ts mad annually, semi-annually. quarterly 
or monthiy Trust Fur and I a ts certain, participating er non-participat 
ng contract participate nh exes terest earned niess otherw ted 
Trust Fund and commutable value f installments are withheld from beneficiar 

Suicide Within one year, sane or insane, liability limited to premiums paid 

Women No extra charge Written on Term if self-supporting. Limit $25.000. Ages 
15-65 Disability ¢ ess ' age 25 at O‘« 
increase on disal ty i : I ible mnity granted 
*Values on Ordinary Life and 20-Payment Life participating begin after three 
prer s 
l’rese intere rate 5% 


658 
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COLUMBIA LIFE INSURANCE COMPANY 


Omaha, Neb. 


Offers General Agents contracts to District Agents in 
Nebraska, Minnesota, and South Dakota. 


A full line of up-to-date policies covering every need, 
fitting every pocket-book. Also your commission 
saved to you on your sub-standard risks. 


The producer of good, clean business can better his 
condition under a ‘‘Direct With The Home-Office”’ 


agency contract with this company. 


Correspondence invited. 


Address H. C. MASON, Pres’t. 























Our Agents Have 
A Wider Field— 


An Increased Opportunity 
Because we have 








Age Limits from 2 to 60. 

Policies for substantial amounts (up to $3,000) for Children on variety of Life 
and Endowment plans, thus enabling parents to buy all of the Family’s insurance 
on the Ordinary, i. e. Annual, Semi-annual or quarterly premium plan. 
Participating and Non-Participating Policies. 

Same Rates for Males and Females. 

Double Indemnity and Total and Permanent Disability features for Males and 
Females alike. 

Standard and Substandard Risk Contracts, i. e. less work for nothing. 


“THE OLD COLONY LIFE INSURANCE 
COMPANY of CHICAGO, ILL.” 
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be able to announce plans for the year's 
work, 
*x* * * 

Wilkes-Barre, Pa.—R. J. 
retary-treasurer of the Wilkes-Barre 
Association, is sending out announce- 
ments to members stating that activities 
will be resumed with a rush at a meet- 
ing to be held Oct. 2, when plans for an 


Kramer, sec- 


intensive fall campaign will be taken 
up. Among other things the associa- 
tion expects to hold a conference in 
Wilkes-Barre within the next few weeks 
and invite all the life underwriters in 
the county. Efforts will be made to 
strengthen the association and increase 


its membership, which now numbers 56. 
It is planned to get a nationally-known 
speaker to head the program of the con- 
ference. 

* * * 

Cleveland, 0.—Ernest W. Owen, man- 
ager of the Sun Life at Detroit, has been 
secured to address the next meeting of 
the Cleveland association, to be held 
about Oct. 6 Mr. Owen strong in- 
spirational speaker and his coming is 
already being commented upon by local 
insurance men. The program committee 
has been active and secured the accept- 


is a 


ance of a number of prominent under- 
writers whose names will be announced 
later. 

kK * a 

Boston, Mass,——The Boston Association 
will begin fall meetings regularly Thurs- 
day noon, Sept. 28, a week later than 
usual, with a luncheon at the Boston 
City Club, at which time several speak- 
ers will give short talks on the Toronto 
convention, 

The executive committee of the Bos- 
ion Association, with several others as 
guests, who made the trip to Toronto, 
were entertained by President Franklin 
W. Ganse at his home in Framington on 
last Saturday afternoon, at which time 
the Toronto convention was talked over 
and plans outlined for the coming year's 
work of the Boston Association. 

4 o* * 

Lowell, Mass.—The opening fall meet- 

ing of the Lowell Association had an 


attendance of 45 members. John O'Brien, 


president, gave a snappy talk on the 
opportunities which the field men have 
today and declared he had found busi- 
ness better than ever before and be- 
lieved every man had a better chance 
to write life insurance than ever before 


! 
| 
| 


| 


| stressed 


Thi 


John McPadden, assistant superintend- 
ent of the John Hancock Life in Lowell, 
the importance of taking an 
interest and active part in the Life Asso- 
ciation movement. 

James Sykes, a John Hancock Life 
veteran in Lowell, 75 years old, told the 


| younger men how he closed the business 
and gave good evidence that his age was 


work and 
of writings. 


to doing good 
large amount 

J. H. Gregoire, chairman of the com- 
mittee on the outing held at Canobie 
Lake in July, reported a substantial cash 
left over from the outing. 

x x 

The general agents, man- 
directors and superintend- 
life insurance business in 
City are getting 
medium of the New York 
Association. With their feet under the 
table they can better discuss matters of 
interest and exchange experiences which 
may be highly beneficial to the rest 
Such a meeting was held last spring 
among the managers and one of those 
present stated, only recently, that it had 
furnished him an opportunity to become 
better acquainted with some of his fel- 
lows, than he had ever believed possible 
at monthly local associa- 
tion 
ings 

Such a 
noon with 
the New 
insurance 
Oct. 2. 
out 


deterrent 
up a 


no 
running 


balance 


New York 
agers, agency 
ents in the 
New York 
through the 


meetings of the 


and at executive committee meet- 


held yesterday at 
of discussing 
school of life 
which begins 
meeting was 
of the 
association 
for the new 
association George 
Arthur Smith, with the idea of furnish- 
ing an opportunity for him to disclose 
his plans for making the coming fall and 
winter of the association a nota- 


meeting 
the special idea 
York University 
salesmanship 
The call for the 
by A. R. Spier, chairman 
committee of the 
meeting 


was 


sent 
executive 
“welcome” 
president of the 


as a 


session 


one 


of inex 
gov- 


Portland, Ore.—The dangers 
making laws 


legislators 


perienced 


erning the conduct of insurance business 
was emphasized by Burton Mansfield, in- 
surance commissioner of Connecticut, 
who spoke before the opening fall ses 
sion of the Oregon association. He 
pointed to the useless expense various 
legislation has added to the cost of in 
surance Regulations governing the 
| transaction of insurance business should 





offices. 


A. C. BIGGER 
President 


AMERICAN LIFE 
REINSURANCE CO. 


OFFICES : 


DALLAS, - - Magnolia Bldg. 
CHICAGO, 29 S. La Salle St. 


Company Officials: Above are our permanent | 
Call to see us when in either city. 


BERT H. ZAHNER 
Chicago Mgr. 


FRED D. STRUDELL 
Secretary 




















Splendid Business Openings 


for three live insurance men, big enough to qualify for 
Ground Floor General Agencies 
for one of the best companies. 


Northwestern National Life Insurance Co. 
HARRY WOOD BLOUNT, State Agent for Illinois 
740 Continental & Commercial Bank Bldg. 





Chicago, Ill. | 





E NATIONAL UNDERWRITER 


together | 


» in the hands of experts responsible to 
he people, Mr. Mansfield declared, 


x* * * 
Cedar Rapids, Ia.—The first meeting of 


the season of the Celar Rapids Associa- 
tion was in the nature of a farewell to 
W. P. Powell, 20 years in the insurance 
business in this viciinty and one of the 
first presidents of the association. He 
is going to St. Petersburg, Fla., where 
he will enter business Karl S. Hoof- 
man, local delegate to the national con- 
vention, presented his report. 
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Omaha, Neb.—The Omaha Association 
will hold its first fall meeting at the 
Chamber of Commerce Saturday noon, 
Sept. 30 Secretary Gentzler has sent 
out notices of this meeting to all lifs 
underwriters in the city. 

: 

St. Louis, Mo.—The first fall meeting 
of the St. Louis association was held 
the City Club Wednesday, Sept. 20. Darby 
A. Day, Chicago manager for the Mutual 
Life of New York, being the principal 
speaker of the evening Several local life 
underwriters made brief talks 





Policy Literature, Rate Books, etc. 


$3.50 and $2.00 respectively. 





and ‘‘Little Gem,"’ Published Annually in May and April respectively. 


NEWS ABOUT LIFE POLICIES 


New Policies, Premium Rates, Dividends, Surrender Values and all Changes in 
Supplementing the “Unique Manual-Digest”’ 


PRICE, 





GETTING OUT TWO NEW FORMS 


Two Republics Life of El Paso An- 
nounces Policies Providing Coupons 
With Optional Agreements 








Two new policies have been issued by 
the Two Republics Life of El Paso, Tex 
They provide for coupons with optional 
agreements Coupons may be credited 
to the premium for the following year 
The 29-payment optional life or endow- 
ment policy, as it is called, will be paid- 
up at the end of 14 years if all premiums 
are paid in full. At the end of 20 years 
the insured may continue to pay the full 
premium for a specified number of years 
at which time the policy will mature as 
un endowment. Even then if he wishes, 
no surrender need be made, in which 
event the value of all coupons and the 
umount paid after the twentieth year 
will increase annually at 3% percent in- 
terest and be payable in addition to face 
of polices Illustration at age 35, policy 
S1o.000 

ANNUAL PREMIUM $403.40 
Coupon Accum. Val. 
Yrs Available End of Year 
2 & 75.80 $ 78.50 
TRO 

i 81.2 252.00 
14 14.50 1,540.00 
aT) 150 2 670.00 

Should deat oceur it end of 14th 
vear and no coupons iscd, the benefi- 
ciary would receive $10,000 plus $1,540 
for the upons Should premiums 
be paid in full fo } years, may sur- 
render for $10,280 

Rates for the new policies are as fol 

‘WS 

OPTIONAL LIFE OR ENDOWMENT 
\ne Age 
20 $30.49 35 eer. 
21 30.97 6 41.22 
29 1.49 37 42.16 
2 an |) ts 1 1 
24 2.59 39% 

25 33.17 10) 
26 83.77 41 
27 34.39 42 
28 35.0 13 
29 35.72 44 
0 36.41 45 

1 37.13 46 

32 37.88 47 

3 OO ee 5 

34 39.49 ee 57.52 
50 59.28 


OPTIONAL ORDINARY LIFE, LIMITED 


PAYMENT LIFE OR ENDOWMENT 
Age \gee 
20 $19.00 41 
21 19.50 42 
22 POLO $3 
23 20.50 44 
=4 21.00 45 150 
25 21.50 46 11.00 
26 22.00 47 SZ. 
27 22.50 48 $4.50 
28 °3.00 49 16.50 
24 23.00 18.50 
30 24.25 51 50.50 
31 "5.00 2 53.00 
33 o¢ oO 54 58.00 
34 97.95 55 61.00 
5 28.00 rf 64.00 
36 29.00 57 67.00 
7 30.00 8 70.00 
i8 11.00 59 74.00 
39 32.00 60 78.00 
40 33.00 





HAS NEW DISABILITY CLAUSE 
Federal Life of Chicago Issues Form 
Providing Waiver of Premiums and 
Monthly Annuity 


The Federal Life of Chicago has is 
sued new disability clause providing 
for waiver of premiums and payvme1 


annuity of $10 per $1,000. TI 
will be made immediate] 
upon due proof, provided such disabilit 
existed for at least days Phis 
clause will not be issued in connection 
with term or joint life policies nor on 


monthly 
payments 


has Oo 


any of the special forms that the com- 
pany now issues, in which is included an 
extra premium tor waiver ot premiums 
disability. Limit is $25,000. Rates as 


follows are for all classes of policies 











\ee Premium Age Premi 
20 $1.75 : $2.5 
21 1.77 39 . 2.60 
22 1.79 0 2.7 
23 1.83 1 2.8 
24 1.86 $2 > 
25 1.90 { ' 
2h I i i4 1% 
ar 18 $5 t 
2S 2 1 i 
29 5 17 7 
30 > 09 {8 4 
31 ey iu 1.1 
= > | 5 t 
H 2 2q F ( 
6 2-40 { S 
7 2.41 D 
Nerth American Life 
N ] America I of Omal 
now issuing an a dental death ber 
< ise or which an extra harg s 
made f $1.50 pe $1,000, payable until 
age 60 or prior termination of p 
This clause can be issued for any at int 
up to $15,000 and is not issued to women 
except those who are self-supporting 
and single It is not included in ter 
policies. On Oct. 1 the company expects 
to issue an endowment at age 85 po y 
replacing the present ordinary life con- 
tract. \ whole life preferred risk ! 
tract will be issued at a low rate 
Volunteer State Life 
The Volunteer State Life has replaced 
its whole life policy with endowment age 
85 and added a preferred risk whole life 
policy, which rates are based upon net 
level premium America » percent e- 
serve Rates for the preferred risk in 
amounts of $5,000 are as follows 
With With With Wit it 
lis Dis I. I Dis 
\ges Wi DLT only nly orp. 1 
20 $ 80 $ 72.85 $ 74.9 $ 67 
25 80.35 81.8 83.00 7 ) 
30 100.9 93.4 93.45 85.9 
115.95 108 107.0 
rT 137.16 29.6 6.20 8 
j 67.40 / ‘ +f 
yt lé ¢ a ‘ a 
? 1 ' ' t ’ 
Pan-American Life 
I I American Life is ado} a 
tits T\ tus t ! nt Li f 
payi s f he mme t ne t ! st 
in inge I I i 
al ff such proof tha su dis 
has d for not less than $0 days 
com] will ivy to the insured 
the written onsent of assignee, if 
or, if such disability results from ins 
itv. Ww ay to the beneficiary in lieu 
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= 
t insured, ¢ 10onth! ‘ome of - 
ent ot ti + Emmy mee od a the AK agi STIRS UP ENTHUSIASM 
wn on first page thereof, beginning 
the end of such periods (except as 


reinafter provided), and the succeed- | KINGSLEY ON PACIFIC COAST Having recently entered 


z income payments should be made 


nthly thereafter during the continued — Indiana 


anent disability of the insured.” 
tes at age 35 are as follows: Whole Vice-President of Penn Mutual Life 


ohn Fy: uel lll Holding Enthusiastic Agency THE FRANKLIN 


--—- Meeti : ° 
Western Life, Iowa eetings in Far West Life Insurance Company 
we meome 520i of Sowa bas ioomed . eee mm 7 : of Springfield, Illinois, 
h are inch ) . » ) Sept 

es beginning at age 15 Heretofore - othe ’ » sept. 19 . . . . 
tes at aman r ages were the ee a Reports to the home office of the Penn has Sev eral unusually at 
ges 18 or 31. An endowment age 65 | Mutual Life state that William H tractive openings in that 

] cy has bee added; ite at age 35 inosle ice-presiden ch r¢ ' ’ 4 
org 1 leer tm saree Pe soe aeae alen Kingsley, vice-p! ident im harg ol state tor life men of 
agencies, :s stirring up considerable en 


ided in the new rate book, providing : > , i 
5 for 2 . | thusiasm in his tour of the west coast gene ral agency caliber. 


240 months, commuted value be ‘ 





e $4,386 Mr. Kingsley left Philadelphia Sept 
and the first telegram received here in 


New World Life reference to his trip said that last Fri- Contract direct with the 


in e Pe nal agent 
‘he New World Life ef Spokane. Was! day the Penn Mutual agents of westert . 
issued entirely new policies, 40 in | Washington, about 30 in number, held Company. 
ber, the revisions to cover all minor | a rousing one-day convention with him 
nges \ supplementary rate book is | af Seattle under th leadership of —-O— 


in preparation which will give the 


ve oe % >: eomtine eee Joseph F. Grant he agents wired oe ; a 
es and values for continuous monthly | 2OS€P2  &. Grant. _ Over $125,000,000 of in- 


policies, 10 and 20 vears certair Zxreetings to resident Williar \ . 
Law, in reply to a message from Mr surance in force. 
Montana Life | Law, and pledged “whole-hearted sup 











initiates Gite tink etihiel am ween} port’ m carrying out his principles and —-O— 
maturing at age 65, both continu- | OPtaming a1 “mecrease j volume of a 
s d 20-pa ife plan. | high-class business.” The remarkable growth 
i a 7: with disal | ac pnd eet Sees ne © and achievements of 
—— mas | rancisco, Los Angeles and San Diceo THE FRANKLIN LIFE are due to its traditional 


Cal., holding get-t 


ogether meetings a “Aggressive Conservatism” and the splendid co-oper- 
agents rect benetit of ation between the Company and the Agency Staff. 


home office experience ae Visited 


LaFayette Life ceiving the 
Within 60 days the LaFayette Life w 
complete new polict 


Let us know something about your qualifications and 


Just what the hange WwW be has I ¢ ind ‘ re citts 
been announced ent wage order to greet 1 reest your ambitions as an insurance man, and we will give 
possible number during the <j. aiken . oy “ey 
American Bankers sii tele haces te ciated on tee you the details of our proposition. 
American Bankers ot chi x 


ee ee tetas Metin Write direct to the Home Office, 


nr ie es oe | Robert E. Trosper, Jr., recently ay Springfield, IIl. 


Roman Standard pomted Chicago manager for the Amet 





Roman Standard Life of M: = 





7 — tas ‘ , sl 0 ul : | si ; a3 : . THE 
Columbus Mutual Life 3 V1 rt Hp ies ms = UNITED STATES 
Provident Life & Accident rag we tig gy Pgs Bon INSURANCE COMPANY 


e Provident Life & Accide as been sending his men to the De 


“new ratebooic shectly, changing it | troit office for the. school, rather than IN THE CITY OF, NEW YORK 
ind lace its nev polices fornmis * of hy P better opportunity 
I gg Be B- Addition ts s ta omar Bet ate oO} pe . — i -» a é . 
vy line will be continuous — ‘ strange pats and neh Thi > A peng Organized 1850 
ent endowments, age 65 ne ‘ _ ; ’ . . , 
ace term turn to ther ld of endeavor with the 


cst period of the practice work & Non-Participating Policies only. Over Forty-five 
Lamar Life shed. Mr. Trosper is also a believer Million Dollars Paid to Policyholders. 


n the c« ge graduate, taking only col 
The Lamar Life will revise its double oe ee ae then so tae ' y — e 
ere son Ps — Bice se Bn angen poy pe 1 a hic —_ ma tg oe JOHN P. MUNN, M. D., President 
a , ng tern endowments that with careful s« lection, whicl Ss as 


ou - ; essential with college men as with all Gor d territory open for high class, personal pre ducers, 

eed ate ney others, the college man will outdistance under direct contracts with the Company. Address 
Rock sae beds tae prvcagenDP od eee valet oe Home Office, 105-7 Fifth Avenue, New York City. 
=ea - any five years betwees iwwes 


1 85 nelusive 





New Plan for Agency Meetings 
\ new yete? tam af ' +7 





Farmers & Bankers a ieee Ridin Ph eit ibaaiedl 
Farmers & Bankers Life of Wich-| in the Tulsa. Ok! gency i the THE GOLDEN WEST; TOUR GOLSEN COPOR TUNITY 
aida lea ena cies nd} Guardian life iN, Yor M : " ; 
shortly er | ] ey \l 1) 


Scaity Mat Nebraska ht ws ce cool | California State Life Insurance Company 


Security Mutual Life of Nebraska | questions presented by the agents dus SACRAMENTO, CALIFORNIA 








— a Te ae oe ae te Insurance in force $38,782,271 Assets in excess of $4,200,000 
imide < ind a full report on the proceedin Capital and Surplus $684,153.80 
tinental L. “a of tx pane t of | agent who did not attend This gives Splendid opportunity for ambitious, energetic Insurance Salesmen to 
r ‘ lic a 4 yor i the country agent the benefit of the | represent our Company in California and Texas Territory 
mer wil now make n excep liscuss n ot business problet Ss with ——- ~ 
vomen are insured under the | Gut the , necessity of giving up a full Write J. R. KRUSE, Vice-President and General Maneger 
< < ! slat y OF ms time tor ing to town 
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THE Chicago National Life Insurance Company 
has special inducements for live agents in [Ilinois 
and in Indiana, advantageous contracts, standard 
policy forms, home office cooperation and the in- 
fluence of 1200 stockholders in both states. 


Five thousand leads received last month from our 
stockholders. 


Chicago National Gnderwriters Co. 


INCORPORATED 
GENERAL AGENTS 


202 South State Street Chicago, Ill. 




















Great Southern Life Insurance Company 
DALLAS—HOUSTON 


Assets Over . . . . $10,000,000.00 
Insurance in Force Over $100,000,000.00 


Offers Liberal Contracts to Reliable Agents in Texas, 
Oklahoma, Missouri, Kansas, Arkansas, Louisiana, New 
Mexico and Mississippi. 


Policies up to date 
Write 
E. P. GREENWOOD 
President 
Dallas, Texas 


F. W. GRIFFIN 
Supt. Agencies or 
Houston, Texas 














MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPANY 


INCORPORATED IN 1851 SPRINGFIELD, MASSACHUSETTS 


A company which throughout the seventy years 
of its history has ever enjoyed—because of its 
square dealing toward all and its long record of 
low net cost—the good will of its policyholders, 
the confidence and esteem of the insuring public, 
and the loyalty of its representatives. 


JOSEPH C. BEHAN, Superintendent of Agencies 














More Than 1’4 Million Policies Now In Force 


Only four other life insurance companies in America have 
more policy contracts in force than this company. A study 
of the following growth in ten years is invited: 


Jan. 1, 1911 Jan. 1, 1916 Jan. 1, 1922 
$ 5,614,764 $10,279,663 $ 28,295,931 
371,106 613,615 1,294,394 
49,245,028 89,596,833 265,197,626 





Assets 
Policies in Force 
Insurance in Force 


Attractive opportunities open to agents in Ohio, Indiana, Ken- 
tucky, West Virginia, Pennsylvania, Michigan, Illinois, Missouri. 


The Western and Southern Life Insurance Co. 
W. J. WILLIAMS, President CINCINNATI, OHIO 
Organized February 23, 1888 
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BROKERS DO HARM TO 
REGULAR LIFE AGENTS 


Manager in Philadelphia Calls 
Attention to the Situation 
in That City 


MUCH INJUSTICE IS DONE 
Large Cases Are Handled in Most 
Part by Men Not With the 
General Agency 


PHILADELPHIA, 
One of the 


PA., 


prominent life 


Sept. 


insurance 


19.— 


managers in discussing the situation in 
this city as to life insurance, said the 


main deterrent to proper and effective 








| el aie . 
agency building is the brokerage busi- 


ness. A license does not give a person 
authority to solicit or place life insur- 
ance with any 


agency or company, 


theoretically. This manager says that 
it is safe to say that brokers, however, 
of one kind or another, actually place 
90 percent of the big business sold in 
Philadelphia, 


| 
| 





The difficulty with constructive agency | 


building in this city, according to this 
manager, rests very largely with the 
general agents and managers who hesi- 
tate to take the bull by the horns and 
refuse to accept applications from any- 


} insurance 


one except their own men unless it be | 


legitimate surplus business. As a mat- 
ter of fact, there is not very much legiti- 
mate surplus business. Philadelphia and 
its‘environs have a population of about 
2,000,000. There are not as many real 
agency organizations, this manager 
says, in this city that are found in cities 
of smaller size. 


Broker Breaks Down Morale 
The trouble is that the insurance 
the regular agents. The broker who 
receives the remuneration is seldom the 
man who sells the idea of life insurance 
protection to the applicant. Quoting 
the manager referred to, he 
“Generally the broker is a parasite who 
takes advantage of the creative work 
done by a legitimate agent who often 
loses the business in competition with 
his own company through a_ broker 
but without really knowing it. \ 
broker usually peddles the business in 
a half dozen offices and places it where 
he can get the largest first year commis- 
sion and the greatest number of re- 
newals. Sometimes, however, we tind 
that an applicant desires to be placed 
with a certain company and he insists 
on getting a policy with that comnany 
The broker frequently gets the advan- 
tage of the preliminary 


says 
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agency development. Many part timers 
are trying themselves out and seeing 
what they can do. Eventually they 
hope to become a full timer if they like 
the business and prove to themselves 
that they can sell life insurance. A 
large number of part timers become full 
timers later on. The real trouble | 
should say here in this city is that brok 
ers offer so-called surplus lines, but they 
are not surplus lines at all. They are 
regular cases which the broker controls 
and which he ties up when the prospect 
makes up his mind that he will take the 
insurance. The broker comes along and 
gets the application where a regular 
agent probably has done the prelim- 
inary work. Some agencies have a man 
to solicit so-called surplus business. 
This business is paid for on a flat brok- 
erage basis or a renewal contract is 
offered. The brokers are engaged 

other insurance lines, but they come it 
intimate contact with business and pro- 
fessional men. They happen in at the 
time when a man is considering life in- 
surance and get the application. Th 
old-time men are thus discouraged. Ii 
we could get rid of the brokerage hers 
in Philadelphia, it would be a big boon 
to the regular life insurance agents.” 


COMMISSIONER BROWN QUITS 


Vermont Official Resigns to Go With 
Green Mountain Mutual and 
Look After Own Agency 


MONTPELIER, VT., Oct. 19.—Jo- 
seph G. Brown, for the past five years 
commissioner of Vermont, 

has resigned, effective Oct. 1, to be- 
come underwriting manager of the 
Green Mountain Mutual Fire, a new 
company organized three years ago, 
anc will also give his time to the de- 
velopment of his own agency in Mont- 
pelier. William A. Ellis, whom he suc- 
ceeds as underwriting manager of the 
Green Mountain Mutual, has resigned 


| to take effect Oct. 1. 


| Montpelier. 


Mr. Brown was born and educated in 
He entered the insurance 


; | business in the local agency of his father, 
broker is breaking down the morale of | 


work that has | 


been done by an agent of that company | 


and so carries the application direct to 
the company’s office and gets the com- 
mission. 

Compete with Whole Time Men 


“Tt is true that the managers or gen- 
eral agents are not deliberately seeking 
to deprive their men of a commission 


|} tarv and 


They do not aim to do any injustice. | 


They may turn down cases where they 
know that their men have been work- 
ing on them and the application is 
brought in by someone else. However, 
in many cases the manager is anxious 
to get a full share of the brokerage busi- 
ness and he accepts cases because the 
brokers have been licensed by his com- 
pany knowing that really they are in 
competition with the full-time men of 
his office who do much to create busi- 
ness. 
Brokers Cause the Trouble 


“T do not think that the real trouble 
here in Philadelphia is the part timer. 
way of 


He is not standing in the 


which had been established in 1867, and 
succeeded to the business on the death 
ot his father. He became insurance: 
commissioner in 1917 and two years 
later, in 1919, was elected president of 
the National Convention of Insurance 
Commissioners. 

Thomas C. Cheney, a local agent of 
Morrisville, Vt., is being prominently 
mentioned as his successor as insurance: 
commissioner 


“Tennessee National” Changes 


\t a recent meeting of the board of 
directors of the National Life & Ac- 
cident of Nashville, Tenn., several pro- 
motions with respect to the officers of 
the company were decided upon. C 
R. Clements, formerly secretary and 
treasurer, was made vice-president and 
controller. Others who were made 
vice-presidents are Dr. Rufus E. Fort, 
medical director; T. Leigh Thompson, 
manager casualty department, and Ed- 


j}win W. Craig, manager ordinary life 


department. W. S. Bearden is ad- 
vanced from assistant secretary and 
treasurer to secretary and treasurer. E. 
B. Craig, Jr.. becomes assistant secre- 
treasurer, and Eugene L. 


Stritch, assistant secretary. Tarlton 


| R. Turrentine is also named assistant 





secretary. Carrol E. Buchanan _ be- 
comes an assistant secretary and Hor- 
ace T. Polk, assistant treasurer. 

Both Mr. Clements and Dr. Fort have 
been connected with the company since 
its organization and their advancement 
is one that is merited by long and faith- 
ful service. 


Life Notes 


The Omaha Life has been licensed in 
Minnesota, 

Manager C. J. MecCary of the Penn 
Mutual Life at Chicago is on an automo- 
bile trip in New England. 
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INSPECTIONS SHOW THE 
INCREASE IN BUSINESS 


Reports on Applicants Come In 
in Much Greater 


Volume 
METHODS HAVE CHANGED 


Conditions Call for Emphasis on Finan- 
cial Condition and Business 
Responsibilities 








sales this year as npared with last 
vear is shown in a definite way through 
tie inces engages making Ite 
e inspections Chese offices have 
this summer to be well ahead ot 
s suninmic SDM ally regarding total 
? 
1 r ol sks inspecte one othce re 
porting an increase of 50 percent over 
the inspections made in the same period 
ast vear Chere is every indication ot 
¢ business and no lication that it is 
casing up. [The increases are coming 
rom all manner of offices, which indi- 
cates that large and small, country and 
city companies are all feeling the up 
trend in business 
Change in Features 
Life imsurance inspections are pro- 











ceeding in much the same way as they 
have in the past, a slight change being 
noticed in the features of the inspec- 
tious that are stressed Phe adoption 
of the 18th amendment has caused one 
nee, the matter of the drinking { 
toxicants being given less important |} 
ace than was true in the past. It ap- 
rs that now the credit standing and 
siness responsibilities of the applicant 
are the outstanding features of the re 
port Of course, the details of the re 
port are always important of themselves 
are still closely watched Chere 
any cases rejected or viewed 
closely as a result of findings of misin 
formation as to employment, family 
and similar Phese 
e closely checked a d. How- 
ve Ti chi 1 actor orts be 
ond the routine questions are 1OW 
siness respons ties and credit cor 
$ Ch eadjus lent conditions of 
st two vears have caused this 
spect ve 
More Difficult te Get 
\ . ss failure sO 1 ‘ s 
< I vrea mnport ( to ow the 
i al ( g ot the applicant r} 
lso « ) re most difhcult features 
out, as all met 1ard this 1 
itio more closely lan during 
cs ot vod = bus ess lf nn s 
| s ss is in fin cial strait he is cer 
tain to keep it from general knowledge 
until positively necessar\ in fact, bank 


uptcy is usually the first knowledge of 
rouble. This makes it difficult to find 





this particular information, but makes 
he use oft inspecting agencies more 
necessary than at any time. Of even 
vreater difficulty is the matter of per- 
sonal habits [The one question of 
drinking habits is most difficult—men 
do not let this be generally known 


Bootlegging is a matter difficult to find 
and individual drinking is equally diff- 
The same is true of all personal 
habits. Business friends know only one 
side of the applicant’s life and neigh- 
bors are of little use in most cases, 
especially in large cities where apart- 
and even dwelling conditions 
have so changed that one often lives in 
complete ignorance of who are neigh- 


bors 


cult 


nents 


Medium Cities Best } 


Thus big city inspections are the ones | 
hat eat up the money. Volume is all 


that makes it possible for inspection 
agencies to carry the work. It is mostly 
in the cities of 5.000 to 50.000 that the 


offices can work at a profit Larger 
cities are costly and smaller ones are 
difficult to handk In the city of 5,000 


to 50,000 the applicant is usually known 
to others and the inspection work is 
easily handled. In the very small towns 
it is difficult to secure good inspectors. 
Bankers are not acceptable, as they are 
either selling insurance or want the ap- 


plicant covered as protection for a bank 
loan. They give prejudiced opinions. 
This is also true of doctors and drug- 
gists. The man desired is the leadin 


omy o) 


merchant The difficulty in handlin 
this phase of the work is indicated by 
the fact that there are only 
of 1,000 or more in the United 
while there are 130,000 towns of 
or less The inspection work does not 
much in 


smaller towns, 
but they are more difficult to properly 
handle. 


6.000 towns 
States 
1,000 


cost so the S¢ 
Agents Can Aid 


called by in 
+} 


Attention of agents is 





spectio agencies to the work they can 
do in aiding careful inspection as well 
as speeding up the work The inspec 


necessary in 
‘ 
it will 
e 1 
applica 


ympletely 


tion agency can get the 
formation of its own efforts, but 
take considerable time. If all 


tions were correctly and « 
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filled in, the work of the inspection 
would be greatly facilitated and the re 
port completed in much less time. A 
large part of the work done by inspec- 
tors 1s to correct the misintormation or 
lack of information given in the appli- 
As the selling agent is on the 
ground and knows the applicant, he is 
in a position to obtain all the informa 
tion and should do so. If this were 
done the inspector would only have to 
check the accuracy of the information 


not be collect and check. 


cation 


Mutual Benefit Louisville Meeting 


Agents of the western Kentucky sec- 





tions for the Mutual Benefit Life were 
Louisville Sept. 18, as guests of 
W. W. Dennis & Co., Louisville gen 
eral agents \ luncheon was served 
t the 1 ille Country Club, and a 
linner in the evening for the agents 
their wives. Addresses were 1 lade 
Oliver Thurman and Dr ie 


Bennett, of Newark, N. J.; S. D. Lang 
le Madisor ville Ky., and 
1] 


sell, Louisville 


15 


MINNEAPOLIS “Y” HAS SCHOOL 


Opens Life Insurance Department in its 
Commerce School—Led by Two 
Local Life Men 

The Minneapolis Y. M. C. A. has 
opened a life insurance department in 
Its school of commerce, under the 
direction of D. E. Baker of the North 
western Mutual and F. W. Congdon 
! New York Life. This course 
vas put into the program of the Y. M. 
( \. Commerce School largely through 
the efforts of Harry T. Miller, agency 


Ol tiie 


director for the New York Life, and 
©. k. Seiler, manager of the Phoenix 
Mutual The Minneapolis Association 
f ‘Lite Underwriters is back of the new 
chool and a good enrollment is ex- 


pected at the opening this week. The 
meet two nights a week, 
one to be devoted to salesmanship prin- 
and the other to the functions 
of life insurance 


classes will 


Honors W. W. Klingman 


Members of the St. Paul agency of 


Continental Enters Illinois the Equit ible Life of New York put 
o1 pecial drive last month during 
The Continental Life of St. Louis has | the week's vacation of Agency Man 
been licensed for business throughout ger W. W. Klingman and in the six 
Illinois An announcement to this effect | days brought in a total of $704,000 new 
s wsued this week, nee 
1 aa NR a «= 

















AMERICAN 
CENTRAL 


LIFE 





Insurance Co. 


INDIANAPOLIS, IND. 
1899 


Established 


HERBERT M. WOOLLEN 


PRESIDENT 
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HE MIDLAND MUTUAL LIFE INSURANCE 

Company of Columbus, Ohio, an established, con- 

servative, high-grade and progressive Middle 
Western Company, has been admitted to Pennsylvania 
and will thoroughly organize it at once. 

General Agencies will be established at places were 
territories can be arranged. 

Men of character may apply to their advantage and 
those with local acquaintance will be preferred. 

Address Home Office. 








KANSAS’ GREATEST LIFE 
INSURANCE COMPANY 


Invites Inspection—Inguniry of Integrity 


The Farmers & Bankers Life 
Insurance Company 


Home Offices Wichita, Kansas 











New Disability Clause 


Two years ago this Company devised a Disability provision which was far in advance 
of any that had been previously contained in a life insurance policy. We now announce 
a new Disability provision. Its features are: 

Immediate beginning of a lifelong monthly income. 

When total and permanent disability has lasted five years, the monthly payment will 
thereafter be increased 50%. 

When total and permanent disability has lasted ten years, the original monthly pay- 
ment will be increased 100%. 

Total disability that has lasted three months will be assumed to be permanent. 

_ Waiver of premium, of course, together with full annual dividends and a full annual 
increase in cash surrender value. 

As age increases, and the family income dwindles through diminishing resources, the 
disability income increases to meet the increased need of income. 


For terms to producing Agents address 


The Mutual Life Insurance Company 
of New York 


34 Nassau Street, New York 

















J. O. LAUGMAN, President DR. ANDREW JOHNSON, Secretary 


Snternational Life & Trust 
Company 


offers up-to-date contracts for good men. 


Sohrbeck Building 
MOLINE, ILLINOIS 











ENDORSEMENT OF LIFE INSURANCE 


Attorney Botsford Gives Some Observations on His Work in 
| Surrogate Court. 





| CVWAMUEL B. BOTSFORD, a leading 
S attorney of Buffalo, N. Y., has 

sent a letter to the home office of 
one of the companies which is a strong 
endorsement of life insurance. He has 
represented the state controller in in- 
heritance tax work in Buffalo for the 
last six years. It is his duty to appear 
as the controller’s attorney in all surro- 
gate court cases where any transfer tax 
can be secured. In speaking about his 
experience he says: 

“The total number of cases during 
the past year have averaged fully 125 
per month. Of this number consider- 
ably over one-half are nontaxable, as 
the exemptions under the New York 
law are quite large where the property 
goes to direct heirs. Please note that 
these estates are only those left by the 
small proportion of people who die leav- 
ing substantial amounts; the great mass 
of our people do not leave sufficient to 
attract the attention of an inheritance 
tax collector, 

* * 

“As a result of my observation I have 
been profoundly impressed with the 
large proportion of poor investments 
made by decedents in their lifetime. As 


Men of Moderate Means 
Systematically Listed 
For Speculative Stocks 


HAT life insurance must compete 
"T with all sorts of doubtful invest- 
ment schemes is well known, but 
that people of moderate means are sys- 
tematically marked out for speculative 
propositions will be a surprise to many. 
A new York concern which furnishes 
mailing lists for mail order campaigns 
has millions of names classilied imto 
8.000 divisions. One of the sections, 
with nearly 3,000,000 names, is devoted 
to “financially classified Americans,” 
class to which his product will appeal. 
In its catalog a footnote pomts out 
that Class C, those worth $50,600 and 
over, are prospects tor the sale of bonds, 
investment stocks and expensive articles, 
while Class B, those worth $5,900 to 
$50,000, are prospects for “speculative 
stocks” and articles of medium cost. 


“Spotted” by Experts 





Large numbers of men who ought to 
buy life insurance put their money in- 
stead into propositions holding out a 
hope of returns above those of safe in- 
vestments. It is interesting to observe 
that these men are “spotted” by experts 
in the very class that needs life insur- 
ance most. A man offered a specula- 
tive proposition would do well to think 
why he is picked out instead of men 
with more money. The answer, of 
course, is that he is more likely to buy 
without sufficient investigation, or his 
experience is not so likely to guard him 
igainst pitfalls 

The tootnote also suggests a point 
on twisting. Most twisting is done on 


a part of my duty I have to be present | 


permitting the advertiser to choose the | 


at the opening of safe deposit boxes, 
the number averaging about two per 
day. Apparently it is the general rule 
that a man who makes money at al] 
makes it in one line of business and 
loses in practically everything else he 
goes into. I have also been greatly im- 
pressed with the opportunities that ar 
offered to the survivors of decedents 
for poor investments; in fact, I am con- 
vinced that there are many agencies 
which work for the purpose of unload- 
ing poor investments upon widows and 
orphans. ’ 
* * * 

“In this letter I cannot go into the 

expenses connected with the adminis- 


| tration of estates, which are particularly 


high whenever litigation or unusual cir- 
cumstances arise. It is evident, how- 
ever, that the average man tries to 
leave a home, which, however, is usu- 
ally mortgaged at the time of his death, 
and that outside of the equity in his 
home he usually leaves very little ex 
cept his life insurance. It is further 
evident that most men are poor in- 
vestors and that the money which they 
put into life insurance is the safest in- 
vestment they have made.” 


the theory that the cash values taken 
down will be invested by the policy 
holder. \s a matter of tact, a goo 
deal of the money is merely frittere 
away, but the mail list circular sug- 


d 
] 
I 


gests that even if it is invested it may 


not be secure. Nearly every amateur 
investor buys some securities that turn 
out badly. One man in Chicago, who 
is himself now selling insuran de- 
clares he would be ahead of the gam 
if he had put currency in a safe deposit 
box, instead of investing it as he had 
done. In other words, n stead of mak- 
ing extra interest, over a long period ot 
years, he had not got his princip 
back. 
Not “Sucker” Lists 

The 8,000 different matlng lists ar 

entirely legitimat TI ur 1 


“sucker” lists. Th term “specula 
stocks” would apply to vast quanti es 
listed on the New York Stock Ex- 
I The 3.000.000 names of “finan- 


cnange, 

cially classified Americans” undouwbtee 
appear again in other lists of manutac- 
turers, merchants and professional men 
and are sought by great numbers 
legitimate enterprises. The signtlicat 


is in the observation on the class oj se- 
curities they are prospects for. 


Icwa Equitable Lets Building Contract 


The Equitable Life of Iowa has let 
the contract for the foundation of its 
new 18-story structure to Arthur Neu- 
mann Company of Des Moines. The 
contract stipulates that the excavation 
must be completed by Dec. 12. Work 
of razing buildings on the site, south 
west corner of Sixth and Locust, Des 
Moines, will start Oct. 1 The new 
building will be the tallest in lowa an 
one of the biggest in the middle west 
It will cost $1,500,000 





W. W. LANK, Secretary 





LIVE MEN CAN DOUBLE THEIR INCOME SELLING OUR 


Monthly Pension Bonds 


(Copyrighted) 
Under Our Service Pension Contract 


THE LA FAYETTE LIFE INSURANCE CO. 


LA FAYETTE, INDIANA 





A. E. WERKHOFF, President 
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EXPECT UNPRECEDENTED ter of ai tia further business and | 


further service. 
LIFE INSURANCE BOOM “We can look forward today with sat- 
ished assurance that this great business TO THE RIGHT MAN 
of ours is a growing business, that it 








18 

S as — —— more and more entering into the lives of ; : _ ; eo ; 
Several Executives Believe Future 21)"11.° american people, and that. the We will offer a direct contract, providing splendid 

i life insuranc representative has a .  % i 
Will Exceed Even pr gg ag api cc git NO first year commissions, very liberal renewals, and an 

i } hich as he wills it to be n othe: , . . a . 
wat Puree ear Higa, alge Pregl rae Sioeteteates ae we exceptionally favorable arrangement for financing a 
Ores, SOF tee sates : 


eee . the futur ds in store whatever he i General Agency at the following points: 
ATTITUDE IS WIDESPREAD willing to pay the price to get ‘ 
Woollen’s Optimistic Reflections Grand Rapids, Michigan 
Representative Men of Various Sections ,_, -‘ £°#! ©! even oe eights o- Chattanooga, Tennessee 


of Country are Equally Optimistic — <et up by Herbert M. Woollen president Kansas City, Missouri 


“1: 1% the American Central Life, who says 
of Brilliant Future Jira eeeteman gee atemer JP ieee iar Columbus, Ohio 
with conditions which it met with dil- 
etots of ontionias oe ie nce and intelligence can be made to Topeka, Kansas 
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pel a ea in a way that they have not done for Rockford, Illinois 
RWRITER trom life insurance ex- | : . 
some \ t Jur experience seems to 
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hat the insurance business ts Your Correspondence Will Be Treated in Strict Confidence 
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general outlook tor the future of | ing up and reports trom our 


lide 
yusiness. The present industrial dif- seem to be unanimous in that Address 
’ ; eflect better business conditions ; : " a2 
ulties are seen as the only deterrent tenet ae - ©. |. Laev, Second Vice-President in Charge of Agencies 
; ‘ ‘ out the territory in which we . : i S S 
actor to an immediate recovery of per: We have had some very pleas- of 
isiness and several believe that in the | ing instances of this kind of thing from 
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uture there will be a renewal of | Some Of our southern territory 
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good business even in excess of the Improved Lapse Ratio | he Minnesota Mutual Life 
m period during the war. A general “The | ; ‘ | tae falline aff 
. ne lapse ratio las Deen Italling of 
provement in lapse ratios, greater ease for eeedecs. months past luly “rr \u- INSURANCE COMPANY 
obtaining agency material and in-|,,,, } far. } rae , 
: : gust, thus far, having shown very 
reased volume of new business are all | marked drops The demand for policy St. Paul 
cen as part of the optimistic outlook | | 1 
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same length of time and also showed a 
Thurman's “Unbounded Optimism” narked drop in July and thus tar n 
, oe . | August 

iver Thurman, superintendent of “So far as new men are concerned, | 
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agoicies forthe Mutual Benet c+ yealy beheye' that inewcacing aeaton || Great Republic Life Insurance Company 
presses great optimism over the future, 


is being paid to the business on the part 
saying 


ying: of salesmen in other lines and men in LOS ANGELES, CALIFORNIA 
Unbounded optimism for the future | 
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ose, intelligence and industry in the | cause of the fact that this company has the Company’s New 20-Payment Life Policy. 
evelopment of his work, is, in brief, my | for some time past been seeking to make ~ ' . . 
sponse. connection with this type of persons. It Liberal First Year and Renewal ¢ ontracts offered to Field Men 
\ decided trend toward better con- | is our opinion that the opportunities ot ot High Character and Ability A few General \gency openings 
ns in our business in all sections of | the business for capable men never have now available. For full information write to nearest address 
United States, notwithstanding. the been so great as thev are now We do " | 
iny problems facing the country at the | not feel that the peak productions of the shown below: 
sent time, gives idence of soluti r period should be all ed to stand 
> Cowes Coane SS een | war pores soem allowed tan E. L. BLACK, State Manager, 
‘ own peculiar probleins rhese ut rather that higher points can and Wheatley, Arkansas. 
well known to us and are being met} will be reached in the verv near future.” : 
nkly and successtully Chey have to Lawrence Views Outlook H. S. BRIDGEWATER, Manager, J. R. RAILEY, Manager, 
with the conservation of business, ‘ Central Department, Southwestern Department, 
h the hiring and training of agents \ return to times even better than 1951-52 Railway Exchange Bldg., 401 Dallas County State Bank Bldg. 
with development of a sense of | those of 1919 is seen by T. F. Lawrence, Saint Louis, Mo. Dallas, Texas. 
reciation on the part of the life in- e-presidet of tl issour Stat : 
= : -_ - ; “te or - " , * ’ } 5 M , N W. H. SAVAGE, Vice-President and Agency Director 
rance saiesmen of Nis duties and re- Lil provided the ndustria atmos 
nsibilities. phere is cleared Mr. Lawrence co1 
nted on the isiness outlook as 
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day as \ ¢ ‘ vy all the oO Ng reviv oO usiness with con- . . . . , 
i his personality and his experi- | diti co gBlon mag em tlges setae 2 Do vou want to locate in the Northwest? Wecan offer you 
i Mis persona \ His expe ‘ ms as good, ‘ better, nan in ’ : . . - - a ‘ - 
develop this need that already | the boom times of 1919 liberal contracts in Minnesota, North Dakota or South Dakota. 
to a present want, so strong, so “We have ticed in the last two - 
vering, so persistent that his | months the picking up of business all Write Us 
spect not only buys and hecomes eonnd. much larger hneainese and mar : 
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. . m . i 
mes a chent tor the future and a cen- | agencies and also a revival in our agri- = = = 
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EDWIN A. OLSON, PRESIDENT 
Insurance in Force $75,000,000 Assets $7,512,613.17 Surplus $635,128.94 
Issues Continuous and LIMITED Payment Life, Endowments at ages 85, 70, 65, 60, 55, and 50. A special low premium BUSINESS 
and P ROFESSIONAL Man’s Policy. A Special Farm Mortgage Policy—Monthly Incomes—Child’s Endowments. Disability Income 
and Double Indemnity Provisions. 





THESE POLICIES PLUS A LIBERAL CONTRACT EXPLAIN THE CONSPICUOUS SUCCESS 
AND PERMANENCE OF MUTUAL TRUST MEN 


For Agency Openings Address: GILBERT KNUDTSON. Vice President Home Office, 30 N. La Salle St. Chicago, III. 














National Temperance Life Insurance Company 
Now being organized—Capital Stock $100,000 
A RARE OPPORTUNITY 


For men of character and ability who 
know Temperance people and who can sell 
Life Insurance and Life Insurance Stock 


The men who qualify now in the sale of the stock of this Company 
will be preferred as 
STATE MANAGERS 


when the Company is organized. 


HERE IS YOUR OPPORTUNITY—CAN YOU QUALITY? 


Give experience and references. 


JOHN D. KNAPP, Organizer 
30 N. La Salle St., Chirago 


Write for particulars. 








THE PERFECT PROTECTION POLICY OF — 


THE RELIANCE LIFE 


gives you something absolutely new and different to talk to your 
prospects. Gives you a chance to earn more money than you 
are now making. 


Our Life Insurance Contracts contain the most up-to-date clauses 





known to the Insurance World. The Accident and Health gives 
full protection for at least a third less cost than regular casualty 
companies. Our agency contracts are as liberal as can be made. 


WRITE AND WE WILL TELL YOU MORE ABOUT OURSELVES 
Reliance Life Insurance Company of Pittsburgh *"guiic;"" Pittsburgh, Pa, 














We issue all standard forms of Life Insurance Policies. Every policy 
protected by Deposit of Full Legal Reserve with the State of lowa. 
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The OHIO STATE LIFE 


LIFE. HEALTH. ACCIDENT ~° MONTHLY INCOME INSURANCE, — 


Openings OHIO, IND., KY.. MICH. and W. VA. Write Columbus 





Philadelphia Life Insurance Company 


If you live in Illinois and if you desire to establish 
a Local General Agency in your city, 
ADDRESS 
Michael Montague, State Agent 


1416 Mallers Building 
Chicago, Ill. 


Manager of Agencies or 
111 No. Broad Street 


Philadelphia, Pa. 














thus writes a 


, Easy to read, easy to digest, easy to remember, easy to put at work making dollars for me”’ 
$1.00. The 


buyer of “‘Easy Lessons in Life Insurance,"’ a text and review book with quiz supplement 


National Underwriter Company, 1362 Insurance Exchange. Chicago 
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cultural and southern agencies. We 
have also noticed a decided improve- 
ment in the last two or three months in 


our lapse ratio and a decrease in policy 
loans. 


Improvement Spreading 


“We are not getting new men into the 
usiness in the country at the present 
time, believing it is not the proper time 
for any etfort in that direction, but we 
are bringing new men into the business 
in the cities, particularly where we have 
branch offices with our own managers 
and special agents trained here in the 
home office to work with them and edu- 
cate them along all the lines we write, 
including life, group, accident and 
health. 

“With the industrial situation settled 
and the good times we expect to see this 
fall and next year, we believe there are 
going to be the greatest opportunities 
ever in the business for high-class sales- 
men who are willing to work and stick. 
Che business takes a higher type of man 
today perhaps than it used to, but to 
the man of high ideals and high intel 
ligence, with a good education, we be- 
lieve the opportunities in this business 
are going to be greater in the future 
than they have ever been.” 

Abels Surveys the Years 

Henry Abels, vice-president of the 
Franklin Life, speaks of the opportunity 
otfered as tollows: 


insurance 


give us a 


survey lite 
time might 
of the years Just passed. 


“An at roplane ol 
the present 


rd’s eve Vi 


at 


| Ww 


We could trace our course to the pres- 
ent, and forecast the probabk direction 
of our travel the near future One 
can see the trend of events, but not the 
destination 

“We sav we will go back to nor- 
malcy, a rather indefinite port. We will 


probably go ahead to something better. 
When frantic production failed to satisty 
the ravenous markets which fed our 
furious rate of consumption and destruc- 
there spectacular scramble 
for the plentiful dollars. Men thought 
in terms of dollars to spend. Luxury 
for life seemed to smile on everybody. 
To get more dollars we invested those 
at our disposal in inflation, and defla- 
tion carried them off 

“Confronted now 


tron, was a 


with the necessity 
work, to pay debts, and to build up 

individual reserves tor old age, 
comfort, education, and other self-pre- 


to 


our 


servations, we know the folly of 
scrambling for riches. We have learned 
thrift. Our ambition is safety; and our 
determination is to create and set aside 
a reserve in a safe place. Men are plan- 
ning to save Bank accounts show a 
slight increase Where business and 
crops are good the lapse rate is declin- 
ing, while reinstatements are increasing. 
The immediate future is hazy, but prom- 
ises fair. 

“Now. is wonderful opportunity for 
life insurance Men want what it gives 
them, but many of them do not know it, 
Chey must be educated. For the under- 


writer who can see the possibilities, who 
can explain his line with simple honesty 
ind thoroughness, there awaits a mag- 
nificent success. Business will come 
somewhat slowly, but steadily, and in 
proportion to the cultivation of the field. 
‘nd it will probably come to stay. We 
face a long period of steady, healthy 
growth which is just beginning. 

“The attitude of mind held by the in- 
surable public is favorable to life insur- 











HOME OFFICE 
SPRINGFIELD, ILLINOIS 


Service to Policy Holders Service to Agents 


Live Up-to-Date Policies Ordinary Life 
4 A few good openings for good live producers in Illinois. 
H. B. HILL, President N. H. WALT, Vice-Pres. and Agency Director 





MUTUAL LIFE OF ILLINOIS 


An Old Line Legal Reserve Life Insurance Company 
A Company of Service 


Operates under the Famous “Registration Act” which requires the reserve on every policy issued to be deposited 
and held in Trust by the Insurance Department of the State 
Limited Payment and Endowments 


JAS. FAIRLIE, Vice-Pres. and Actuary 


Service to the Public | 


} 
ce Invited. | 
DR. J. R. NEAL, Sec. 
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ance. We are offered an opportunity; 
and must realize and take early advan- 


tage of that fact 


Sees No Boom, but Growth 


Frank P. Manly, president of tl 
dianapolis Life, 1s 
ing the tuture 
he stro gly expresses 
it will not be a sim; 
the readjustment of 


two or three 


business, althou 

his Opinio! 
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destruction of 
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las blood, 
to he share. Lit 
SuTAaNnCce salesmen and life i 
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the period high pri 
8 pensated l 


much trom the 
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Farmers in Difficult Position 
mmunities | 
than 
carrying a t: 
and many in every 
ng under burden. There 
be any rmanent improvet 
carry the farmer w 
promising sign that the 
He has hit t] 
and has becor 


the hardn 


Phe ave sul 


irmiing ¢ 





more any 
cme 


sectiol 


2reat 
does not 
It is a 
is beginning to look up 
TrOCKS the 
rather customed to 
his position 

“The farmer is a 
pessimist and optimist. 


now 


] ? } mM 
i ottom, 


ac 


combination 
rhe optuniist 
They are i 
and this improvement l 
lines. A 
nsurance salesmen have 
the country Their 
environment have un 
them for big city 
. have 


whom I| meet 


side is showing 


low 
iarec 


percent 
been operating in 
training and 
fitted most of 
Chey, therefor 
Chose 
more 
have 


been In h ‘ ] 3S 
and hear 
cheerful and optimistic than they 
een nearly 
forward to an improved ! ss 
‘ultural districts this fall, and a 
back to norma 
On the other han», | 
will by mext 
| uwilding operation I | 
labor and material will forces 
t the demand is supplied 
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Agency Forces Improved 


“The stable character of the life 
surance business is attracting many far 
seeing men. During the past two years 
an army of high-priced men in various 
lines have been laid off or reduced 
Life insurance orgauizers have taken 
advantage of it to increase their sales 
and I believe to the betterment 
of the business of life insurance, as 
many of the old-timers found it difficult 
to readily adapt themselves to chang 
ing conditions. 

“I believe that there are greater op- 
portunities in the life insurance busi 
ness than ever for men of character, 
industry and vision. And that the 
kind of men that are needed in the busi- 


1s 


| ness. Life insurance is stronger than 
ever—in fact and in public favor as 
| well. It has passed through the cruci- 


ble test, and has been found not want- 
ing.” 
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INHERITANCE TAX INSURANCE | 


BY WALTER E. WEBB 


Superintendent of Agents, National Life, U. S. A. 


— Agency Service 








FE insurance may be said to func- | the life insurance over and above 
| tion in perfect harmony with the | then figure his federal estate tax 
law of compensation It provi les $40,000 Exemption 
tiset to, or, speaking indepencent}y , hicl 
nikcainhe® etnies SS SIE Yo not include in tl $40,000, which Tha P ... — : - 
sentimental values, compensates t inclu ae ae The Mutual Benefit through its educa- 
for the loss of life values. Theo- | 15 ¢Xempt, or the excess, any life msur- " 
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men de ot provid com- a a iss. : 
S or protection against Pe ee ee es . = that they may be competent to give 
fe wali paid by his estat Sut you must 7 : ‘ bs 
se a ent clearly defined phases ide in his lite insurance total any sound advice to their clients along Life 
ie Sm ewns "ie aE wry insurance arried for the benefit of . 2 ; 
ife insurance fun tm: Leh. i cages 30 ; Insurance Lines. 

































































tv dependents: 2, protect busi : 
partner , sact ore ites , Pays the prenuums 
Da icTs, Oo pre ‘ - - 
a ate , Deterred or installment payment in- 
a ni rit ce taxes erTc art 1 j 
micnnenanenna ind and r : SuUTAaANCe reckoned at its commuted 
as « low! is for « pp italea , Value in computing the total. 
, Side sy Lite imsurance payable to tl ti 
Ke ) tlic r enul T th ¢ +} ; } 3 
s taxable without deduct 
r purposes of life insurance. This |, Cat ae oo INSURANCE COMPANY 
( ciuacd mn tn com 
re 0 oO ‘ t ] total lot } 
: e total to determine the . 
, ist: Inheritanc: tax |In other words. a $3,000 p. Organized 1845 
nee. It is the fourth on the list, to the estate for the purpo 
“ee ue fourth on the list, |to the estate for the pury NEWARK, N. J. 
ssailable priority of claim, it should | estate and as such is subjec 
ne e te , . ; 
] ) s tio s 
New Tax Proposition . 
t s! » Nave cK taken out 
he importance of inheritance taxes |to meet the tax 
not yet iully rea ized Phat is because Federal Tax Is Certain Organized 1871 
= a comparatively new pt position, rm ye gi aoa es = . > ce 
icW living and talking persons Nave a rns cu ab CHAM >» <a Certain, Ul f I C f V 
ah; Gamneh ade Gk ie tien oidable and has first claim on an es Li e€ insurance ompany oO irginia 
tiie nnanch pincn ut, as 7 ae . - ay = cae 
es goes on, and heirs suff onl “at ac pre S secured Richmond, Virginia 
} ‘ ‘ cured notes, mortgages, open % ounts . " 
! e am ‘ he tax even widows’ dower rights 1 7 ren’s shares Oldest, Largest, Strongest Southern Life Insurance Company 
‘ e heavy SS curre vy sacri : . : : : . . _ 
: s ’ “ - d every and any other clain what Issues the most liberal forms of Ordinary Policies from $1,000.06 te 
g 5 r ssets ) LIS¢ } inds, . . . . _ 
; , . t | ev or description t cannot be $50,000.00 and Industrial Policies from $12.50 to $1,000.00 
s obs ve i quicken nteres * 2 P } ied 1 } ‘ 
: SICESTE yp ( ‘ > cad °° 
know more of it, and to provide for | 625 only be paid and in the coin of th Condition on December 31, 1921: 
ee tl | sible method ; mnicwnn 
rough the only sensi lies realm within one year from date ot Assets. .... ' Licateaadnn cues ae ‘ ‘ $28, 308,449.13 
Proenapicor sein ; ,, death, It cannot be torestalled by trans SID. vasencocnnnses avdans neniied 25, 109,146.04 
pme vane Of anytiing 1s prety, We: | ter of assets or property in anticipatios Capital and Surplus .__ 3,199,303 09 
ee Sy me are ae at it will | of death—and the tax Insurance in Force ; 214,188.461 00 
ther when ou need it then, and . . > ney 
ee Y > , on ; bis Transfers by Deecedent in Lifetime Payments to Policyholders .* ‘* . 1,897,435.45 
erwis n itl Mmsurance and in | . 
ag: ty , ‘ ‘ —" , , Total Payments to Policyholders since Organization aii ....$27,720,705.42 
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question of liability or the extent of it.” 
Note: “The value of the gross estate POINT IN YOUR FAVOR 
f the decedent shall be determined by A 


ncioding Ce voles ot te Ome of Sei) a... Grange Life is an opportunity for live agents. They have that opportunity of selling 


th . . ° to the extent of the 
ount receivable by the executor as in- || a policy lower in cost than many others and can still go into any community, confident in 
rance under policies taken out Dy the : 
Se ee eee oe oe the knowledge that the protection they offer cannot be bettered nor the company they 
extent of the excess over $40,000 of the | represent be outdone in service. 
unt receivable by all other bene- 


oss eemmeewte ics | GRANGE LIFE INSURANCE COMPANY 


ken out by the decedent upon his life.’ 
Let a man estimate the value of his LANSING MICHIGAN 
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estate. Add to that the amount of his | 
life insurance, over and above, and not N. P. HULL, Pres. C. H. BRAMBLE, Secy. and Treas. I. D. WALLINGTON, Supt. ef Agents 
neluding $40,000. Deduct $50,000 from 


the total of his estate value including 
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The 


Columbian 
National Life 


Insurance Company 


Boston, Massachusetts 
ARTHUR E. CHILDS, President 











Issues the _ best 
forms of policies 
of Life, Accident 
and Health Insur- 
ance. 














Our Complete Protection 
Combination is the ideal form of 
insurance coverage 








Eureka Life 


Insurance 


Co. 
OF BALTIMORE, MD. 


Incorporated under the laws of 
Maryland, 1882 


We Issue 


Standard Ordinary and 
Industrial Policies 


J.C. MAGINNIS 
President 


J. BARRY MAHOOL 
Vice-President 
J.N. WARFIELD, Jr. 
Secretary-Treasurer 


DR. J. H. IGLEHART 


Medical Director 








A Penn Mutual Premium, less a Penn Mu- 
tual Dividend, purchasing a Penn Mutual 
Policy, containing Penn Mutual values, 
makes an Insurance Proposition which in 
the sum of all its Benefits, is unsurpassed 
for net low cost and care of interest of all 


members. 


The Penn Mutual 
Life Insurance Company 


of Philadelphia 


On January 1, 1909, Rates Were Reduced 
and Valves Increased to Full 3% Reserve. 





property and are in the nature of a final | 
disposition thereof. 


Must Disclose the Transfer 


: aan 
| Where a transfer is of this character, | 
|the executor must disclose the transfer 
in the return; but he may submit there- 
with evidence that it was not made in 
|}contemplation of death. The executor 
| must also return transfers by the dece- 
dent of a material part of his property 
| to relatives, though made more than two 
years before his death; but he need not 
list them as taxable if he contends other- 
wise All facts relating to transter 
should be stated, including the motive 
therefor, the decedent’s state of health, 
and his anticipation of death 

There is only one answer: “Pay it} 
| with life insurance.” } 

Bear in mind that if, for example, 
| your prospect is worth $75,000 or $750,- 
1000 and carries $10,000 life insurance, 
you can figure his tax and then add $30,- 
000 to his estate—a life insurance policy, | 
and leave his tax where it is. It will 
| sutkingly illustrate the value of life in- 
surance not merely as a_ federal tax 
provider, but as an excellent investment 
for his family. 


| 
‘LIFE ATTORNEYS IN 








ANNUAL CONVENTION 


(CONTINUED FROM PAGE 2) 


rennessee, told of the necessity for 
greater care in the formation of rid 

ers to be placed on life insurance poli- | 
cies. Mr. Tyne said that he believed 
that the future is to see an even greater | 
use of all forms of personal insurance | 
in life policies, the caution with which | 
the riders are drawn up must be in 
creased, The courts have apparently 
assumed that when there is an am 
biguity in a policy or rider, the case | 
should be decided for the plaintiff as | 
against the insurance company. Phis | 
matter was recently brought person- | 
ally to the attention of Mr. Tyne by 7 


case of his own, which he explained, 
showing the necessity of removing all 
traces of ambiguity from the wording 
of the rider. 


Free for All Discussion 





At a round table discussion Monday 
evening, E, Grossman of St. Louis 
presided He is one of the most 
sprightly and agile men of the Legal 
Section. Pulling on his pipe all the 
evening he injected wit, good cheer, airy 
| badinage and satire into the proceed 
spared no one. His arrows 
Capital and labor. 


} ings. H« 
always hit the target 
| partisan politics, radicalism, public cor- 
ruption, the Non-Partisan League, and 
the Kansas industrial court all had an 
| airme Those who participated in the 
discussion were Attorney John B. Han 
| ton of the Dakota Life, W. ¢ Wells oi 
the Lamar Life of Jackson, Miss., L. A. 
Stebbins of the Old Colony Life, At 
ltorney David W. Hill of the Standard 
| Life of St. Louis, D. W. Sims of Lafay 
| ette, Ind. C. Petrus Peterson of Lin- 
leoln, Neb.. Frank McAllister of th 
| Kansas City Life, W. H. Hinebaugh of 
| Ottawa, Ill, B. F. Heeler of Wichita, 
| Kans., President M. E. O'Brien of the 
| Detroit Life and R. E. Work of Mon 
mouth, Il. 


Death of Mrs. F. M. West 


Many life underwriters in Cleveland 
were shocked to learn of the sudden 
death of Mrs Florence M. West cas! 
ier of the local office there or tine 
| Guardian Life, on Sept. 13. Mrs. West 
was ill only about a week when what 
had been thought to be only tonsilitis 
proved to be a severe attack of diph 
theria. She had been cashier in the 
Harold Pearce general agency for about 
nine years and won the respect and 
esteem of a host of friends through her 
cfficient service and cheery manner 
Many insurance people in northern 
Ohio met her when she acted as cash- | 
ier at both of the sales congresses held | 














in Cleveland. 
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Convention Companies Get for Their 
Money ?” Mr. Svoboda said that the 








MEETING AT MILWAUKEE =" #8 gusto» cova’ nex 
given in any defini terms, as 
(CONTINUED FROM PAGE 1) pany members derive benefits that 

in his report announced the balance on | not be measured in dollars and cents, 
hand is $10,610. The receipts last year| He said that any member execut 
were $37,794. He traveled 33,000 miles | would be willing to pay several times 
on Convention business. The present | t! nnual fe for what he gets 
membership is 145. The latest recruit | of the convention. The servi 
is the American Life of Denver. ember companies and : . 

\t the executive session Wednesday on of increased < tio8 
evening, C. H. beckett, actuary of the wiven as the great 1 py 
state Lite, presented the report ot the nd monk t 
committee on substandard business. PT 

, ’ } , « ‘ alivuti ‘ i ‘ ‘ 4 ~ 
The annual banquet will be held "F fpesacices ee mee 
Thursday night in charge of J. J. Cadi ge ; oo RRS tie 
\ | 1) Lac SSIs nt i 
gan of the New World Lite, entertaimne: - ‘ ~ 
rthwester tic , 
extraord narv. \é ! tcrThl Na 1 i ( 
: t paper on “A S§S gestion ( 
Daugherty Slated for President } duction of Card Re S 

Lee J. Daugherty, general manager I g bolder In this discussi } 
of the Guaranty Life of Davenport, la Lacy placed before the conventior 
will undoubtedly be elected president ot the first time paper treating \ 
the organization Friday. problems of office detail and he « 

lob Hedges, general counsel, and §,| med the system adopted in his « 

. ~ fam of : ' { ; ed ' 
G. Dunham, attorney for the Life | !or the handling of file records. Thi 
Presidents Association, are present, saving through watching such mi 

. - - ‘ ? ; < ~ ‘ ? ) | \l 

The Northwestern Mutual Life. al- | tails wa mphasized by Mr 


though not a member. is acting as host 
and cooperating with the Old Line Life, 
Wisconsin Life, National Guardian and 
Great Northern Life in extending the 
courtesies of the city and state M. J 
Cleary, vice-president of the North- 
western Mutual, is on the job all the 
time, 


Work of Research Bureau 


\t the opening of the aiternoon ses 
sion yesterday, the work and plans oi 
the Life Insurance Sales Research Bu- 
reau were outlined by John M. Hol 
combe, Jr., business manager of the 
bureau. Mr. Holcombe told of the 
intention to put the sales end of the 
work on a basis comparable with the 
actuarial department, that the selection 
of agency timber may be as _ readily 
checked as the selection of applicants. 
He said that this is one of the greatest 


} problems of the day, as indicated by 


the great waste of some 60,000 men 
leaving the business annually without 
benefitting themselves, their company 
or the puble Scientific research into 
the experience of the past and present 
is the only solution and Mr. Holcombe 
told of some of the findings already 
published by the bureau, as well as 
me of the work that will be forth 
coming. Frank P. Manly, president of 
the Indianapolis Life, read a paper on 
ba) cial Problems.” 


Young Companies’ 
Rhodes on Trend of Business 


American life mmsurance 
] 





planes and greater serv 
ce Was outlined by | ° | Rhodes. vice 
president of the Mutual Benefit, in his 
paper on “Trend ot American Lite 
Insurance.” Mr. Rhodes told of the 
various developments in the business 
since the time of Elizur Wright. bot! 
in the handling of the busimess and in 
the benefits offered He said that th 


ire commissions 
wav to the vision of increased servic 
influence in 


should Le closely 


ti 
ind that agency shaping 
ompany 
atched. 


oo accountable for the 


policies 
This influence, in his opin 
develop 
ment of some of the present tenden 
cies that are causing no little apprehen 
executives. The 
disability and double indemnity clauses 
were mentioned in this connection, as 


101 among company 


well as the tendency of companies to 
he health and accident field. Sub 
ndard, group and business insurance 
vere listed among the most recent and 
catest developments mm policy con- 
tracts Mr. Rhodes said that person- 
rel of agenev forces had seen a great 
( inve for the bette He also told 
improvement in company prac 
tices through the efforts of the com 
pany organizations, the result being 
cooperative working out of improve 
nents, rather than competitive clash 
ing 


Value of Convention Membership 


C. B. Svoboda, secretary of the Cedar 
Rapids Life, opened this morning’s ses- 
sion with an address on 


“What do 


Efficiency Standards Outlined 


‘Efficiency Standards Comparing 
Life Insurance with Commercial Cor- 
porations,” was next discussed by ] 


Charles Seitz. secretary and actuary of 
the Security Life of Chicago. Mr 
Seitz hit upon two ‘very important 
factors in company and agency work 
and suggested lines for immediate it 
provement. He said that the adoption 
of a cost system by each company and 
the elimination of the great waste of 
“not-taken” business in all offices 
should receive the immediate attention 
of all executives. Many inequalities 
in rate scales were shown by Mr. Seitz. 
who said that a cost system would 
climinate these and put the business o1 
la basis with commercial lines, etticiently 
managed and equitably scaled for the 
| policyholders. Persistency of business 
was stressed by Mr. Scitz as the in 
| portant feature of agency work. 

The final paper at this morning's 
} session was read by I. P. Mantz, actu- 
arv for the Western Life of Des 
Moines Mr. Mantz took up the dis 
i} cussion of one ot his favorite topics 
that of “Child Endowment Insurance.” 
He did not. however, go into the de 


tails of policy forms and selling m«e 
ods. but treated the “what nd w! 
of it from the standpoint of relation 
society. H showed th value to the 


public through the giving of such serv 
as offered in this new policy 


Results of Golf Tournament 


In the annual golf tournament He 

\bels of tl Franklin Life won ltirst 
ithe qualifving round, E. | Sall 

the Bank Sa ngs n the rst flig 
George S. Galloway of th \mer 
Service B t! second tliol ! 
S. Chadwick of the Idaho State in 
third flight. W. P. Kent of the Nor 
American Life in the fourth flight. ¢ 
H. Beckett of State Life won low 

the consolation handicap. 

Tuesday night the Wisconsin compa- 
nies gave a dinner at the Wisconsi 
Club to the golfers and attorn ys Dr 
H I. Sharrer of th Norther states 
and W. P. Kent of the North Amer 
Life led the cor grezational sing £ 


University Opens School 


Ihe extension division of Washingtot 
University of St. Louis is offering 
complete course in life insurance Phe 
course is entitled “The Principles, Func- 
tions and Selling of Life Insurance 
Classes will be held on Wednesday 
evenings with Jay Allan Fiske of the 
| Aetna Life as instructor. Mr. Fiske has 
| had considerable experience in cond 
ing such classes, formerly having 
charge of a life insurance cours 
ithe auspices of the University of Cah 
|fornia. Washington University was led 
to install the insurance course in re 
sponse to numerous requests from men 
| prominent in the life insurance business 
| in St. Louis. 
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DECIDED PROGRESS IN 


COMPANY LITERATURE | 


Life Underwriters See Great Im- 
provement in Advertising 
Material 


STILL ROOM FOR CHANGES 


Cannot Please All Agents, Though Co- 
operation of Field Men Would 
Be of Special Value 


the ad- 
by life 


\ marked 


vertising literature now in 


improvement in 
use 
companies, as compared with that in 
vogue a few years back, is seen by many 
life underwriters, although it is be- 
lieved that still 


provement, the matter of locating these 


there is room for im- 


betterments being up to the men in the 
field. The greatest change for the bet- 
the the 
old competitive literature, in which the 


found in elimination of 


fer 1s 


companies strove to show their strength 
by giving the others’ weaknesses. This 
iorm of literature has been relegated 
into the past forever and the business 
has been accordingly raised to a new 
level, all attempting to demonstrate the 
value and necessity for the prot« ction 
Much of the dissatisfaction with the lit- 
erature now printed arises from the 
natural variance in individuals, that 
which pleases one not necessarily being 
cordially received by others. For an 
improvement in this matter, agents are 
urged to cooperate and assist in the 
drawing up of the literature 
Sees Great Improvement 


J. B. Reynolds, president of the Kan- 
City Life, says that there is a 
noticeable and gratifying improvement 
in the elimination of competitive refer- 
ences. He believes the matter of adver- 
tising literature is a big problem and a 
matter of pleasing the most possible 
He says: 

“The question of literature used by 
life insurance companies in the further- 
ance of their business is indced quite a 
problem. It would be rather difficult to 
pass on all literature as a whole—some 
of it is good—some of it is bad—and 
what appeals to one agent may be 
thrown in the waste basket by another. 


sas 





Cannot Please All 


“As you know from a life time expe- 
rience, life insurance agents are a crit- 
ical, cosmopolitan bunch, and I do not 
think it possible even in our own or- 
ganization to prepare a folder or some- 
thing along that line that will meet 
the approval of all. I think, however, 
there has been a decided improvement 
in the literature issued by the com- 
panies in the last ten years, the one 
noticeable improvement (and one which 
is very gratifying to me) being thy 
climination of competitive references.” 

Up to Agent 

Darby A. Day, Chicago manager for 
the Mutual Life of New York and 
president of the Chicago Association of 
Life Underwriters, does not believe that 
the literature as a rule does not fully 
satisfy the agent, but that this can 
only be remedied by the agent working 
» material himself. Mr. Day said: 

“It is true that the character of lit- 
erature they supply, as a rule, does not 
fill the want in the field and that the 
field men bring forth much criticism of 
the character of literature supplied by 
the companies, and it does seem as 
though where so much money is spent 
that more judicious selection could be 
made, but, after all, is this not the fault 


the field man himself? All are free 
to criticise where but few offer to as- 
sist. The field man is the practica] 





LIFE 


salesman and could offer the company 
many good suggestions. 
Three Governing Conditions 
“The home office literary departments 
are governed by several conditions, th 
primary one is to keep strictly within 


code of ethics as to the compett- 
tive matter; strictly within the law 
as to the limitations of promises 
and estimates; strictly within the law 


as to facts pertaining to the particular 
policy described, and even though the 
literary departments may be manned 
with men of exceptional minds, men 
thoroughly trained in writing advertis 
ing copy, it must be born in mind that 
before they can distribute the product 
of their departments, the same is cen- 
sored usually by several departments of 
the company and always by at least one. 
Hence the man whose activities are 
inore or less restricted in the beginning, 
whose product is subject to the censor, 
who receives but little if any aid from 
the man on the firing line, who can g} 
his ideas only from things that have al- 
ready been published, or are now being 
published by insurance journals and 
the other companies, will, and I think 
rather 


you will agree with me, tind it 
difficult to present very original, very 
attractive literature with sales-gettin 


power. 

“I think your investigation into this 
question is timely and I believe that 
your good journal may prove the me- 
dium by which many of our brilliant 
minds working in the field will become 
willing to present their ideas to the 


home offices, thus lending aid and as 
sistance in the preparation of sales lit- 
erature rather than suppressing it by 


the statement that the great majority of 


INSURANCE 


| 


EDITION 


There is a lot to be l 


it is ‘bunk.’ said 
bout life insurance and it can be said 
in attractive ways.” 
Sees Decided Progress 
Decided progress in the development 


literature’ is seen by H 
the publicity 


of advertisi g 
H Putnam, ot 


depart- 


n Hancock Mutual, who 


ment of the Joh 
comments on it as follows: 

“My experience in this is so limited 
that 1 hesitate to express an opinion 


However, | have certain 
ind one is that there is too much liter 
ature Nevertheless, 1 should say that 
there had been decided progress, both 
character of the literature and 
utilizing it 


impressions 


as to the 
the ways of 


‘There ts a tendency for some agents 
to use literature promiscuously and to 
cepend upon it too much. The agent 
should not rely upon literature, except 
‘as an incident in his business, and in 
using it should cxercise careful discrim 
ination, and learn to apply this lhitera- 
ture to the particular needs it is de- 


signed to mect. 


Difficult for Home Office 


“It is not always easy for one in 
the home ofhce to decide what an 
t hall u ‘ 
agent wants or how he shall use 1 


Perhaps the agent relies too much on 


the home office and should get out his 
own literature and should make sug 
gestions freely to the home offices, 
which will enable them to better gaug: 
what is needed in the field. 

‘The whole question seems to me t 
come back to the point of the judgment 
and discrimination of the agent in us 
ing the literature which ts available (and 


there is a great mass of it), as well as 


being able to devise literature of his 

own to meet his peculiar needs 
“There are agents who are constantly 
doing this and they are the ones who 
re making the real success in the field 
work hat is, they are originating 
methods applicable to their situation 
not using the ‘boiler plate’ method 


in literature or anything els 





Drop Competitive Forms 


Mills, 


Life of 


for 
also com- 

old com 
fol- 


B. N 
the Bankers 


ents on the 


publicity manager 
i lowa, 
from the 
speaking as 


c hang¢ 


i 
peutive relerences, 
1 
I 


should tell 
rather than 
should be 
should, if 
torm 
exten- 


\dvertising literature 
life insurance will do 
what life msurance is It 
printed and it 
presented in story 
“The writer has not had an 
rtunity to study the literatur« 
companies, but in general finds 
npat out 


attractively 
possible, be 


that n n con] 


exceptionally good literature. 


ws are gectting 


“Before the years of the writer's ex- 
perience, | understand there was com 
mon what was known as competitive 
literature, that is, literature presenting 
{ Statistics Of various companies 
such a way as to show how one com- 
pany was preeminently the best. We 
understand that this is not good form 
and that it is not being gencrally done 


. We do not believe in it 
ourselves. We do believe that our ad- 
vertising literature should advertise life 
insurance as attractively as possible 
without going into the technical details 
of the policy contract.” 

V. J. Harrold, assistant superinten 
dent of agencies of the Lincoln Na 
tional Life, commented on the corre 





Careful Selection 
No Foreign Business 
Insuring Only Males 
Low Death Rate 


Safe Investments 


LIFE 


Milwaukee 


45.17% 


of the new business issued by the Northwestern Mutual Life Insur- 
ance Company in 1921 was upon applications of members previously 
insured in the Company. 


Its Policyholders Repeat 


The assignable cause for this is found in the Northwestern business policy of 


Efficient Management 
Liberal Policy Contracts 
Low Expenses 

Purely American 

Purely Mutual 

No Brokerage 


THE NORTHWESTERN 
> INSURANCE 


wal ip 





~ 


~ 


COM 


PANY 


No Rebating 

No Twisting 

Civil Service for Agents 
Clean Business Methods 


Low Net Cost 


MUTUAL 


Wisconsin 











THOMAS J. OWENS, President 


Capital, $200,000 


build a real life insurance company. 





All of the stock is held by a few substantial business men 
of Indiana who believe in the ability of the management to 


DR. ALBERT SEATON, Vice-President and Medica! Director 


CENTURY LIFE INSURANCE CO.), inpianarotis 


NO ORGANIZATION EXPENSE 


We offer agents experienced management, superior policy contracts, 
choice territory, progressive field and home office methods and an 
old-fashioned general agency contract that means money. 

If you want to be affiliated with an institution that has real red blood in its veins—that has all the elements of growth and permanency— 


Tell us where you want to work 


Managed by men experienced and familiar with all de- 
partments of life insurance work. 


CLAUDE T. TUCK, Secretary 
Occidental Building 


Surplus, $100,000 




















Rates Reduced 


Premium rates reduced 
September, 1920 

All leading forms of poli- 
cies written. 

Best of contracts to 
agents. 

Twogeneral Agenciesopen 
in Iowa. 

Write for information. 





LOUIS H. KOCH, President 


National American 
Life Insurance Co. 


Burlington, Iowa 








“THE COMPANY OF CO-OPERATION” 


DES MOINES 


LIFE AND 
ANNUITY 


COMPANY 


We will insure the whole family! 
Any plan, any age, either sex! 


This is a service our men 
appreciate these days. 


If it appeals to you, write 


HOME OFFICE 
DES MOINES 18.7 bide.) TOWA 


TERRITORY 


IOWA SOUTH DAKOTA 








The Accumulation Policy 


is a combination of insurance 
and investment in a new sense. 


Specimen Rate 
Age 35......$31.90 per $1000 


The continued payment of the 
rate creates increasing benefits 
each year. As a seller it has no 
competition. Write us about it. 


NATIONAL LIFE ASSOCIAT’N 


Des Moines, lowa 








FEDERAL UNION LIFE 


Insurance Company 
Cincinnati, Ohio 
has just issued a very interesting 
booklet 
“Suggestions for Increasing 
Your Income” 


and would be pleased to send a 
copy to every Life, Fire and 
Accident Agent in 


Ohio, Illinois and Kentucky 











THE NATIONAL 


spondence and literature passed to the | 
agents as follows 

“My few years in the life 
business will not enable me to reach 
back to the long ago for a comparis« 
with present day correspondence metn- 
ods, and | cam only set out the 
which we are striving for in our mes- 
sages to the agency and which | 
take for granted is much the plan used 
by other companies. 

“Business is down to brass tacks in 
every other line, 2nd life insurance lead- 


lorce 


ers are realizing more and more that 
the very definite material for their 
agents is the brass tacks which helps 
their field force most. Agency con- 


tracts are being made with more care in 
the first place and the qualifications of 
those who would carry a rate book are 
being examined more thoroughly. 
Then life insurance is being sold to 
fulfill very definite and specific needs 
of the policyholders. Accordingly the 
‘slap on the back’ and the leading of the 
new agent through etherial realms is 
giving way to the plan which takes the 
agent by the hand and leads him 
through the more substantial and till- 
able fields of research and along a path 
of very definite help. 


Research Bureau's Aid 


organized research bu- 
reau in connection with the Carnegie 
Institute is proving a splendid aid to 
all of us and is pointing out ways and 
select men by 


‘The newly 


means whereby we can 
more substantial standards and how we 
can give them the most material help. 


“For Lincoln Life agents we strive 
to get their definite problems in order 
that we may the better analyze their 
whys and wherefors. We ask them 
to send in prospect cards fully filled | 
out as to the age and occupation and | 
financial standing of a part of their | 
prospects so that we can write a per- 
sonal letter to the prospect in many 
cases and can point out to the new man 


. 
through his carbon copy what should 
be his definite appeal for that particu- 
lar case. We believe that many of our 


comparatively isolated agents who can- 
not be given daily attention by a _ 
eral agent have been saved to the busi- 
ness and started on the right road by 
this effort to give direct cooperation 

“In many cases where the agent com- 
plains about local business i 
we have written to the secretary of 
the Chamber of Commerce of his town 
to find out the exact business status 
in that locality. The reply generally 
enables us to point out to the agent th< 
people who are his prospects at that 
time, 

Treasure Good Stories 


“We treasure the stories of just how 
Agent Smith put over his big sale or 
how he overcame certain obstacles and 
we pass these along to our agency force 
in the belief that exact cases are much 
better than theories in influencing the 
field men that ‘it can be done.’ 

“We scour the business magazines for 
stories on the business outlook in differ- 
ent territories in order to call atten- 
tion of our men to the definite pros- 
pects that may be offered and to give 
them the f 
ing in their vicinity. 
salesman will get in the rut of 
ing one 
he may 
duction 





Sometimes a 
solicit- 


redouble his efforts his 
will drop, unless he can be 


pro- 


are prospects a plenty in other lines 
of trade. 

“Last winter our chief task was to 
pick out the city folks who were pros- 
because of their continued earn- 
farmer in many sections 
be considered a prospect 


pec ts 
ings, for the 
could scarcely 


from that sad dilemma of floundering 
around with a lack of 
parent lack of prospects. We endeavor 
to help show him where business is and | 
how he can intelligently solicit it. 





find that when we once get an agent on 


. | 
insurance 


ideals | 


conditions | 


facts on how business is stand- | 
class of prospects and though | 


bolstered up by being shown that there | 


in the stress of his financial strin- 
gency. 
Need “Pep” Material 
“In the main the ambition of our 
correspondence is to draw the agent | 


system and ap- | 


We | 
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| INSURANCE FEDERATION PLAN 


General Counsel William BroSmith of 
the Travelers Addresses Some of 
the Wisconsin Members 


officials and members 
Wisconsin Insurance Federation 
gave a luncheon Tuesday noon in Mil- 
waukee to William BroSmith, general 
counsel of the Travelers, who is promi- 
nent in the work of the National Insur- 
ance Federation. E. A. Marthens, 
manager of the Great Northern Life, 
and president of the Wisconsin Federa- 
tion, presided. Mr. BroSmith paid high 
tribute to the work in Wisconsin, to 
the earnestness of Mr. Marthens and 
the very effective effort of the secretary, 
Mrs. Mary Fletcher. 

He said he had investigated the Fed 
eration from every standpoint and had 
found it highly satisfactory and func- 
tioning as it should. It is needed te 


| 
| 

A number of 
Ble 

of the 





combat state insurance. It is in the 
nature of a reserve force to be called 
out if necessary. It does not need to 
be out on the firing line all the time, 


of this nature is needed to 
heresy of state insurance. 
company officials at the 
were President R. F. Fry, of 
Line Life; Vice-President M. 
J. Cleary, of the Northwestern Mutual 
Life; Vice-President Robe Bird, of the 
| Milwaukee Mechanics, and F. | 
Tharinger, manager of the casualty de- 
| partment of the Old Line Life. Presi- 


but a body 
combat the 

Among 
luncheon 
the Old 





dent H. M. Woollen and 
i dent H. R. Wilson of the 
Central Life of Indianapolis, 
| Cartwright of THe NATIONAL 
WRITER were guests at the luncheon. 


and C, M. 


Sales Course at Dallas 





rhe North Texas Association of 
Life Underwriters will offer its regu- 
lar course in life insurance writing 
through the Southern Methodist Uni- 
versity at Dallas this year. The 
| classes will be started Oct. 1. Com- 
| Danies and state agents in Dallas will 
cooperate in offering the course and 


| a corps of trained men will deliver the 
| lectures and instruct the students. 
| CC. J. Crampton, director of the 
School of Commerce and Business Ad- 
ministration at the university, said the 
course in salesmanship would be of- 
fered for a three-fold purpose: First, 
| for those who have been considering 
entering the vocation of selling lite 
| insurance but desire to take a course 
|}in their spare time to determine 
whether to enter the life underwrit- 
ing business or no; second, for those 
who have recently entered the busi- 
ness or are in some 
selling life insurance, and 
special training the course 
| third; for the benefit of 


desire the 
offers, 


| life sales people who feel the need of 
| organizing their own information and 
| adding to their equipment for service. 


Little Rock Agency’s Good Record 


The Remmel & McCarroll agency of 
the International Life for the state of 
Arkansas at Little Rock, is making rapid 
| strides. The agency came into existence 
only four months ago and up to date 
| has written over $923,000, Paul Remmel, 
| formerly with the Mutual Life of New 
York, and W. S. McCarroll of Little 
Rock compose the agency. 


| 
| 


his feet and going, that his calls for as- 
sistance will grow less and 
though he is always spurred on by the 


less, al- 


| understanding that the home office is 
| with him on the job. ; 
“We feel that we have just about 


broken ground on this work as we are 
learning new things every day about 
| methods of giving the agent detinite as- 
sistance, but we feel sure that this 
sort of striving will bring the largest 
!results in the long run.” 


and | 
expe rienced | 


Vice-Presi- | 


American | 


UNDER- | 





branch other than | 


| five members ts 


September 21, 1922 


LIFE INSURANCE RECOGNIZED 





Special Divisions in Chamber of Com- 
merce Show Growing Apprecia- 
tion of Importance 


\ movement toy 
ment of life ut in 
chambers of commerce of “Wisconsin 
is gaining impetus due to the sup 
rypical of this 


trom the 


inderwriters isions 


cities 
port of the state press. 
propaganda is this editorial 
Ashland, Wis., Press 

“A new division has recently been 
organized in the Aurora Chamber of 
Commerce, called the life underw: 








crs’ division. Plans are under way 
the same body to form a tire and ca 
alty division. he life insurance d 
sion has for its peepee two objects: 


Phe education of the public in lite in- 
and the devcionencns of lite 
protession. The edu- 


surance 
insurance as a 
cation of the public in life insurance is 
carried out in three ways, first, 
by advertising; second, by newspaper 
accounts, and third, by lectures. This 
it appears, should be an excellent thi 
for the betterment of liie insurance: 


to be 


men and the public with whom they 
come in contact. A life insurance un 
derwriters’ bureau of information has 


been established in the 


hy it is possible for inquiries to | 
received and acted upon in an unpre 
judiced manner. Meetings of the divi- 


( 
sion are held 

“Why should not such a division in 
the Ashland Chamber of Commercte 
be of great benefit?” the editorial con 


clude Ss. 
Wocds ‘Agency’ s Contest 
ward A. Woods 


The Ed 
Pittsburgh has begun an unusual con 
test among its agents in which 46 lig 


monthly. 





writers of the agency, captained by 
H. K. Beegle, are pitted against the 
340 other agents employed by the 
company, captained by James Pine 
The contest was started September 1 


and thus far Beegle’s team has writ 
$872,000 worth of business and Pi 
team $1,008,000. Prizes will be awarded 
the winning team. Another unique con 
in which a women’s team ot 


pitted 


test Is onc ) 
against a mens 
members. Thus far the 
women are leading over three to one, 
having written $70,000 
ness and the men $23,750. 

The Woods 
£4.000,000 worth of 
year. Up to August 31 the 
jad written $2,000,000 of business, whicl 
r the il 


team of five 
worth of busi 


agency IS almimng 
business for thi 


agen 


is an increase of S400,000 ove 
period last year, 


Metropolitan’s Portland Meeting 


Oregon agents of the Metropolitan 


Life met in general convention last 
week at Portland. Alfred T. Bonney, 
manager of the company’s Portland 
agency, Was in charge of the meeting. 


Officers of the company attending the 
convention included Hale y Fiske, pres! 
dent: R. L. Cox and F. O. Ayres, second 
vice-presidents; James E. Kavanaugh, 
Dr. Lee K. Frankel and Ernest Wilkes, 


third vice-presidents, and R. L. De 
‘ 





Boldt, superintendent of agencies on the 
Pacific mg," with headquarters at San 
Francisco. . Wil lkes is general Pac 
ccast manager at San Francisco. 
Governor Olcott of Oregon, Secre- 


Kizer and Insurance Com- 


tary of State 
and speak- 


missioner Barber were guests 
ers at the banquet. 


Mcntana Life’s Showing 





The Montana Life's figures 
30 show admitted assets of 9, 
legal reserve, $2,860,368; capital stock 
| $250,000; net surplus, $507,043, and su! 
' plus to policyholders of $757,043 H. R 
Cunningham, vice-president and general 
manager, points out that the surplus is 


double the capital and the 
excess of 


more than 
security to 
the reserve is over 
entire legal reserve. 


policyholders in 
one-fourth of the 
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Z MODERN BUSINESS GETTING METHODS 





Don’t Let Your Prospect Dictate Terms; 


C. K. Brust of Los Angeles Gives Some 
Valuable Suggestions to Life Salesmen 


BY 


HEN you goto see a prospect, the | and was killed by the burglar. Phat 
first thing is to get favorable at man had only $2,000 of insurance and 
Lanting \f, f sa 4 - sone ; : ss tc had hic nron to 


c. K. BRUST 
































( 1 \ \ < Sa to Bi ( ( ou; agents Nad pro s if 
vo think ou could sell to take out another pt licy a little later 
I said, “Yes cause i Il questioned the agent closly to know 
s 1 like all 1 nce un y he had not closed ‘ wh 
ers In fact 1 like compet- got his pro! nN I agent sa 
: h that I hate to beat them e had worried ove t for 24 hours 
orry that when I win someone | and realized that the reas¢ not 
‘ s to lose, but that is life write the man was because he did 
ss willing to try what 1 | like him very well personally 
ou al I it, it will do you no ist forget the n i get a pi 
An ag r nto tl office | « his family, his bies, and hu 
\ ent s s ally Sa d i } ive S « ok mat It's a case of s 
vy prospect ] man is go r to | notis on the part of the agent 
$5,000 15-year endowment in 30 | Things in Daily Life 
Ls “WI! Resor mage gg Let ~ Automatically Applied 
1 Is the 1 I told 1 that rhings in my daily lite e automat 
i s vi I doubt t his call plied to ins ( Fo 
s the me exal on, because nstance l was waiting tor a ¢ in 
I s incli to Oo stout Ch 1 noticed woman sitting sut 
is once on t SIV will ( e wit i baby 14 H 
t could s the exam- | husb came it d g nto t 
s we t k h dow . ca 1 he i ! ned l d | 
t r m ¢ 1 tl ca- | leaned ver and |] ed on the 
< ind sett cheek. I did not take my car I 
| 1 gone, said valke over to tl 1 told 
| t I spect 
1 to p the id that the 
es s his 0 iys, when ! 
Wh ot ay?” He hadn't 
d to appl e les The man 
ts you off is big than speaker. 
s the ter 


Case of Man With 
Friend in the Business 








got a cas b. 000 1 | the an te P his eng | 1 
; ‘ ‘VN , 
ins nee Sales il ine cas . 
ite was one of a man who needed | Phen I sa How é ; , ¥ 
Re ") cc nee but he } j nee do \ « T hat | ) ii 
, ss and he knev; | replied, “1,000.” I told him would 
f yuUSINESssS eithe the ( . c to s t 
t | thir nig send tl doc with | 
P to s t! il ‘ gent W tte h > 000 
: give it to | nd not I “ home _ fré Griffit! 
< ( ~ Che nv 0 | K alt va ot cl 
has ( tin tl b CSS al il ind gave h i t i 
s te s siness to | s said, “Cong . 
las er at told det My rst A t \ 
| ii he tool surance he shoul Il stopped the ir to g 1 | 
Ea r " end t Pacific nd then told lL could offe 1 
I of ) ring s frie , { ° en’ 6 . 
] ‘ ‘ { wa t ! re re 
ae lt ce i save 3 
t yt | S gent out that ta ' 
nie I ved ana i he guessed a s5,000 ecducat I \ nstead ol 
i ad 
tten the ame of that | $1,000 A man is not quite 
ble on the day his first ) 
ec ps holo oO I ] he) \ 1 >: . 
2 teediiee tn 4 silenian ids First Policy Hard; 
“] as ioe the onematieiase Second Sold Itself 
other 1 pl ed il ] s¢ () evening not lor at 
of themselves into it that they | called me up and sai 
Oss The lab re nt | sold 1 If $10,000 more of ve 
e } ques . ort < yal vritt< SIU.000 a ve i! 
1 tx tirely put aside | seen sine I went out 
Pick People Carefully; a , - : 
Try to Write Every Man re oe . : 
( é 
| il lazy, oO ] pick my pe pl care- 
ind t to write « y man | n to « \ 
lL kn I do not w tl 1} that 
I \ ve to go to see someone nsurat 
e im « to keep up self rhe first sale th ; 
Ss 1 « ta < S10 0 \ k I vi ( 1 | a 
wl 5 get se t tl duc ol Oo the I 
plication 1 triend of his. He re ‘ 
can but said he did not need ; 
ple I have e. that he readv had $11.500 | 
s settlement tl congratulated him and asked him a few 
he always barely gets | $100,000 | questions to find an ening so | 
r. could put a wedge in. I discovered 
Recently there was an account in the | that he had recently purchased thre« 
aper of a man who killed a burglar | houses. I congratulated him and said 








‘ c ) < 
mi capita < < 1 | siness 
o buy three houses speculatio 
H Sa V B ying n Ray 
$10,000 at 7 per ¢ t l asked hi 
the ink had offere 11 
gag 10 pe cent with a claus 
\ < roy ed that casc ( his 
a s wile vl eve ve t 
the mortgage he would hay 
ken it He s Yes, l w d be 
sucke i did ot tance it i rie ! 
) ] T i er cent | we l 
I ( rag Hx nhaily sa 
( oO K« I ecause his brother 
was e deal with h \W he 
1 sent the doctor out | instructed hit 
to say to the man, “Why don't you 
t the W ke t instead of a Nal 
You ment 1 
surance H<« ha 
( ( tor to ask 
he « \ tl 
ther S$5.000 
Zeppelin Explosion 
Used to Close Sale 
An agent brought a man into th 
. s t W a) i 
l one of « vertisements H 
his gentle wants to take 
| emarke | ¢ ae 
\\ 1 you go oO take t H 
| t ntl | 
dt e the day after t eX 


‘ ( | < ! 
M ‘ { 
| su 1 ke out < the 
] - ] an ._* 
\ nad spe x nt ery siow i ’ 
der } mat men on tl 7 
‘ ( ) g their ves a cl 
é . en they t bacl 
} “How much d t 
cos ed Ni ! G 
S ‘ the ‘ li 
, ; | +; ] t< } \ 
‘ l aly re t 
‘ } ne ve q ‘ 
\ Cc ¢ | 
savil 
In Octo | " ba oe t to 
1d () (dct 
| | ippl ons vas 
Hall 
gi 1 little boy 
oaine f f 4) 
ed i frie al 1 
1 1 the fall e’en stuff | 
] ‘ } 
' 
} | ent 
1 
+1 P 
thar S 
Getting Settlement 
With Application 
l 
to tt é the 
M > ‘ 1 « ve $50 
‘ ron 
nt ¢ e ‘ | | 
e $50 n . 
, 1 ti . ‘ = 
) 1) } ) wi 
‘ com] vy will 1 10 you 10 t 
deposit ?’ Then I make an outl ! 
the benefits Before I write the total 
lisability benefits I say: “You can save | 
this $50 month while everything is | 


going 


we 


At a recent meeting of the Monday Morning Club of the home office 
agency of the Pacific Mutual Life at Los Angeles, C. K. Brust, manager 
of the Southern California agency of the Guardian Life, was the principal 
Mr. Brust is a most successful personal producer and his sug- 
. gestions, illustrated by incidents from his experience, which are given here- 
with, are both interesting and instructive. 





a 
ll, but 





se your job?” He says: “I have been 
t king of that.” Then | write the 
sability b ts and dwell upon them 
lf ye live, Mr. Prospect, you have 
saved mot money for yourself li 
( \<« \\ cave Ol Wile prop- 
eriy OV ed < 
After the pplication is written |] 
Ilways fill out the nding receipt and 
it to the I n and congratulate 
Y« estate is now worth $10,- 
uuu 1 re He looks at the receipt 
says l haven't that much money 
I} | suggest that he 
pay part of it and give me a note for 
e balance and pay it in 30 days 
When the time comes t sign the apph 
‘ ‘ say very slowly Your first 
l < full please ” lt he hesitates 
: 4s t this several times: “Your first 
ime full, picase fe Do not get ex- 
‘ t he retuses the first time. Have 
eS ¢ ) ot yo convictions 
In asking a man to sign a not 
e who intend to pay never quibble 
ve the fo or terms Phose who 
s ec didn't intend to pay 1 wauld 
ther get nine out of ten who hav: 
understa i ot what they arc 
\ s mal cases written on the 
ual basis lapse as on the annual 
ur t s many quarterlies 
s annuals ecause there are four 
s s Vv ci ce 


Producing Business 


By Steady Methods 
ICE-PRESIDENT THOMAS 

V wi CKNER of the New York Life 
strongly advises every agent to pro 

me business at least every week 
n’s appetite should be whetted and 








ot allowed to get rusty. He says that 
one cause of the success of the big in- 
rance writers is the fact that they 
steadily plugging They would 
not be content with less than weekiy 
production. Continuing, Mr. Buckner 
id 
Harry Rosen, the premier writer of 
the world, than whom there is no more 
faithful worker, lets no week go by 
thout s e insurance. In fact he gets 
son Imost every day Che trouble 
with those who do not is that they do 
not wv Judge Dugan of the Cincin 
nat ibly the champion in 
this 1 t. ith only one arm with 
which to do it, producing steadily for 
1 e than 400 weeks, if he finds he’s 
lippi calls up his people who are in 
terested long-time record, tells 
1 that he needs an application to 
ntain it, and gets the application. If 
he didn't have this system he'd probably 
not do half the business he now does 
Clark R. Carpenter, Detroit branch, is 
nother we have in mind, He also has 
th que record of having completed 
nm) ¢ nsec tive weeks ol personal pro 
cti or practically eight years. It 
een the making of him and he will 
et? to higher he hts 
\\ ' ould successful lawyer, or 
tist. or merchant think if one weck, 
, ] three wee) went by with 
» | ness to bring him in an income 
j hi method He'd find out 
t he w doing that was wrong, ot 
t he was not doing that he ought to 
And n a measure his hands are 
He doesn’t compare with you in 
tunities to round up business. 
ethods must be circumlocutory in 
with vours You can go to 


n direct and say, ‘Here, 


a on 
out tt get married,’ or ‘A 
has come into your family,’ o1 
\ u have recentl been promoted,’ or 


\ friend of vours has just been killed 
‘ny an automobile accident,’ or any other 
of 20 different reasons or for 
broaching the subject of thrift and sav- 


excuses 


what if you should | ing and life insurance protection.” 

















ACTUARIES 


ONALD F. CAMPBELL 
CONSULTING 
ACTUARY 








343 S. Dearborn St. 
Telephone Harrison 3384 


CHICAGO, ILL. 








A. GLOVER & CO. 
e Consulting Actuaries 
Life Insurance Accountants 
Statisticians 
29 South La Salle Street., Chicago 
Successors to Marcus Gunn, 
Consulting Ac tuary 








RANK J. HAIGHT 


CONSULTING 
ACTUARY 


810-813 Hume-Mansur Bldg. 
INDIANAPOLIS 
Hubbell Bldg. DES MOINES, IOWA 








ULIAN C. HARVEY 
CONSULTING ACTUARY 


Chemical Building ST. LOUIS, MO. 








J. McCOMB 
T. COUNSELOR AT LAW 
CONSULTING ACTUARY 
Premiums, Reserves, Surrender Val- 
ues, etc., Calculated. Valuations and 
Examinations Made. Policies and all 
Lite Insurance Forms Prepared. 
lhe Law of Insurance a Specialty. 
Colcord Bldg. OKLAHOMA CITY 








J H. NITCHIE 
e ACTUARY 


1523 Association Bldg. 19S. La Salle St. 
Telephone State 4992 CHICAGO 








REDERIC S. WITHINGTON 
Consv.tino AcTuaRY 
402-404 Kraft Building 

Tel. Walnut 3761 DES MOINES, IOWA 








OHN E. HIGDON ) Actuaries & Examiners 
OHN C. HIGDON { 520 Gater Building 




















HOME LIFE INSURANCE CoO. 
NEW _ YORK 


WM. A. MARSHALL, President 
The 62nd Annual Report shows: 
Premiums received during the 


i seeccccoccecse GEMS 
Payments to Policyholders and 

their beneficiaries in ath 

Claims, Endowments, Dividends, 

Th wesenedeseccsnceescsan Sececcece 4,740,340 
Amount added to the Insurance 

Reserve Funds......sscsccees exes 2,121,307 
Net Interest Income from Invest- 

ROGGE | cnaneensenseauedsenesonsncece 1,964,050 

($642,638 in excess of the amount 

required to maintain the re- 

serve) 
Actual mortality experience 53.4% 

of the amount expected. 
Insurance in Force......scseesceeess $223,116,887 
BGaseeE - BOOS occccccescovcesese 43,222,328 


FOR AGENCY APPLY TO 
W. A. R. BRUEHL & SONS 
General 


Managers 
Central and Southern Ohio and Northern 


Kentucky 
Rooms 601-606 The Fourth Nat. Bank Bidg. 
CINCINNATI, OHIO 


HOYT W. GALE 
Manager for Northern Ohie 
229-233 Leader-News Building 














MR. AGENT! 


Do you care for QUALITY, 
not SIZE? Age, Sound Ex- 
perience, Low Cost, a Splendid 
Record for 70 years? 


Then why not take a General 
Agency in its HOME STATE for 


THE ST.LOUIS 
MUTUAL LIFE 


OUR AGENTS AND POLICY HOLDERS 
STICK! WRITE THE HOME OFFICE 














THE NATIONAL UNDERWRITER 








| Agency Director James A. Campbell of the New York Life Expresses 


His Views 








manager of the central branch of the 

New York Life in Chicago, which, 
by the way, is the largest agency of the 
company in point of volume of business 
produced, announces that he is entirely 
through with part-time men. Mr. Camp- 
bell has had a long experience in train- 
ing and developing life agents. All 
kinds and classes of material have 
passed through his hands. He says that 
the time, effort and money that is spent 
on a part-timer can be expended far 
more profitably on a whole-time man, 
resulting in increased capacity and effi- 
ciency. The only exception that Mr. 
Campbell makes in his sweeping asser- 
tion is that in case of a beginner, if a 
promising prospect desires to try him- 
self out before he really gives up his old 
position, he will allow him six months 
for the testing process. If by that time 
he is not satisfied to break away entirely 
from his old connections and to give his 
whole time to life insurance, Mr. Camp- 
bell will have nothing further to do 
with him. 


J ana A. CAMPBELL, agency 


A. H. Ortmeyer Finds 
Publicity in His Local 
Papers Helps Business 


HE value of advertising and gen- 

eral publicity in agency work is 
demonstrated by the work done by E. 
H. Ortmeyer, district agent at Evans- 
ville, Ind., for the Northwestern Mu- 
tual. Mr. Ortmeyer has long carried 
a small ad in the local paper and has 
found this profitable. His style was 
to merely publish the name of some 
prominent policyholder, a new one 
each day, and state that he was carry- 
ing a policy in the Northwestern Mu- 
tual. Mr. Ortmeyer’s name appeared 
either above or below this announce- 
ment. This was popular and Mr. Ort- 
meyer has even had policyholders re- 
quest him to use their names. 

This form of publicity has brought 
results to the Evansville district, but 
Mr. Ortmeyer believes that the most 
effective form of publicity he has used 
is that received through the news pages 
of the papers. This form of advertis- 
ing costs the agent nothing and brings 
the matter to the prospects in a more 
interesting style. He has supplied the 
local papers with human_ interesting 
stories pertaining to his work. There 
are frequent instances where an item 
of interest to the public can be used 
as an advertisement for the agent. An 
accident to a prospect who has just 
applied for his policy might be used. 
The placing of exceptionally large pol- 
icies may be given publicity. Mr. Ort- 
meyer has received front page positions 
on stories of three $100,000 policies 
placed on three local business men. 
He points out that the consent of those 
concerned must first be secured where 
the articles involve personal matters 
and names of individuals, but that this 
is usually forthcoming. As for ob- 
taining space in the paper, he has 
found that it is very seldom that the 
city editor of the paper does not wel- 
come an _ interesting human _ interest 
story. A ‘phone call advising the city 
editor of the details generally results 
in a story being run. 

Mr. Ortmeyer believes that the local 
editor is one of the best sources of can- 
vassing and through him the general 
public can best be reached. The more 
the fundamentals of life insurance are 
understood by the general public the 
better appreciation the public will have. 
Every opportunity should be taken to 
give the public the facts on matters 
pertaining to life insurance. One of 


the most effective methods is to en- 


“T have cut off all my part time men,” 
said Mr. Campbell. “I have fewer agents 
today than I had a year ago. I find 
that I can spend time to very great ad- 
vantage with $100,000 men and develop 
them into $200,000 men. I can take a 
$200,000 man and get him up to $300,000 
What I aim to do is to select good ma- 
terial in the first place and then develop 
men so that they will write more and 
more business. My observation shows 
me that the part-time man writing $15,- 
000 or $25,000 a year makes more de- 
mands on me than the agent who is 
writing $200,000 or more. The part- 
timer has his mind largely fixed on some 
other activity. He is not studying life 
insurance. He is not trying to educate 
himself. Therefore, he comes to me for 
all kinds of information, which he 
should have secured himself. If an 
agency manager has men of great pos- 
sibility and capacity, men who have the 
elements of growth in them, it is a most 
profitable investment to give these peo- 
ple time and thought. A little cultiva- 
tion brings big returns.” 





courage all possible publicity, featuring 
the many incidents to illustrate the 
romance, the vital human contact, the 
practical beneficence and the unequaled 
solidity of life insurance. 


Golden Anniversary Bulletin 


George W. Wells, IJr., insurance 
commissioner of Minesota, has just is- 
sued the golden anniversary number of 
the insurance department bulletin. For 
many years the Minnesota department 
kas issued an attractive and interesting 
news bulletin each month. Mr. Wells 
will continue its publication. Since as- 
suming office a few weeks ago, Mr. 
Wells has shown himself to be a live 
wire. He is taking an active interest 
in all insurance developments, and is 
keeping in close touch with phase of 
the business. 

The Minesota insurance department, 
according to its latest bulletin, was 
created in 1872. At that time there 
were licensed in the state one domestic 
life company, two domestic fire compa- 
nies, and 68 companies domiciled in 
other states. At the present time, there 
are 431 outside companies operating in 
Minnesota and 237 local companies 
Nearly 50,000 licenses are issued to 
Minnesota agents each year. 





Equitable’s Gain in Cleveland 


_Herman Moss,.general agent of the 
Equitable Life of New York in Cleve 
land, reports that his agency is ahead 
of last year’s production at this time 
hy about 30 percent. This increas 
is considerably larger than the per 
centage of increase for the company’s 
production. Removal of the agency 
to greatly enlarged quarters in the 
new Hanna building and the employ 
ment of a new agency supervisor, E, G. 
Gossett, are undoubtedly factors favor 
ably entering into the success. The 
agency is fortunate in having a num 
ber of large personal producers. 


Surrender Fraud Case Defendants 


BIRMINGHAM, ALA., Sept. 19—Bonds- 
men in the cases of Euell S. Albritton, 
J. Earl Albritton and Albert Albrado, 
charged with conspiracy to defraud in- 
surance companies out of $105,000, have 
withdrawn their sureties and the three 
have been rearrested and placed in jail. 
They were out on $5,000 bonds each. 

Euell 8S. Albritton was arrested re- 
cently on the Pacific Coast after he had 
been reported dead for two years and 
had attempted to collect insurance from 
the New York Life, Standard Accident, 
Pacific Mutual and other companies, He 





September 21, 1922 


was reported drowned in the Tennessee 


}river and his son, J. Earl Albritton, ana 


his employe, Albrado, are charged with 


| making affidavits that such was the case. 





Diamond Life Bulletin Service—W ork- 
able, definite, concrete plans and illus- 
trations which have been actually and 
successfully used by the most efficient 
producers in the business. The sections 
on “income insurance,” “business insur- 
ance,” “inheritance tax insurance” and 
“group insurance” are especially effec- 
tive. In addition to the salesmanship 
bulletin, complete up-to-date bulletins 
are issued on changes in dividends, rates, 
policy contracts, ete. The service is 
worth thousands of dollars to general 
agents and company managers who are 
searching for workable ideas, plans and 
methods for instructing agents. Pros- 
pectus will be sent to you on request. 
THE NATIONAL UNDERWRITER, 420 
East Fourth St., Cincinnati, O. 








The old line 


Cedar Rapids Life 


Insurance Company 


of Cedar Rapids, la. 


Wants three state agents for 
Central West 


A Good Chance for 
Reputable Men 




















DIRECTORY OF 
LIFE INSURANCE 


ILLINOIS 


YMAN & PALMER 
General Agents for Illinois 
BERKSHIRE LIFE INS. Co. 
of Pittsfield, Mass. 
105 So. La Salle 
CHICAGO, ILLINOIS 























@ We write only one 
Agency contract 
for all agents. It 
is described in a 
little booklet 
which you may 
have for the 
asking. 


Vat Bernal? 


Nevrance Company 


{Home Office, Madison, Wis. 











FIDELITY LEAD SERVICE 


brings the agent into contact with inter- 
ested buyers of life insurance. Last year 
we distributed 47,604 direct leads—all in- 
terested prospects who had _ requested 
information. In 1921 this service, and 
Fidelity's original policy contracts, 
brought us within 74% of the unparal- 
leled new business result of 1920. 

Fidelity operates in 40 states. Full level 
net premium reserve basis. Insurance in 
force over $223,000,000. Faithfully serving 
insurers since 1878. 

A few agency openings for the right 


"FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, 
ELPHIA 


PHILAD: 
Walter LeMar Talbot, President 
































STATE LIFE 


INSURANCE COMPANY 


INDIANAPOLIS 





MORE THAN 


TWENTY-ONE MILLION DOLLARS IN SECURITIES 


Deposited with the State of Indiana for the 
Sole Protection of Policyholders 





PROGRESSIVE : CONSERVATIVE 
The Growth of Oak—The Solidity of Granite 





On Agency Matters Address, CHARLES F. COFFIN, Vice-President 




















Founded 1865 


Agents Wanted! ||| THE PROVIDENT LIFE AND TRUST 
COMPANY OF PHILADELPHIA 


. Penna. 
For Attractive Contracts - 


; Provident Endowments protect against the Economic 
Write to Loss caused by the Termination of an insured’s Produc- 
ing Power through Death or Old Age. The new Dis- 
ability Clause adds protection when the Producing 
Power is terminated prematurely through Total and 
Permanent Disability. 


Endowments in the Provident mature on the average 
approximately at 65. Between 25 and 65 the expectation 
is that one person will be totally and permanently dis- 
abled for every six persons who will die. 


When the Disability is Total, 90 days’ continuance 
establishes presumption of permanence. Without af- 
fecting other policy benefits, premiums are Waived anda 
Disability Income commences which (the Disability re- 
maining permanent) continues for life and does not cease 
when the Endowment Matures. 





J. C. Stribling J. M. Yoes, 


President Secretary Fourth and Chestnut Streets 
Philadelphia, Pa. 
































A Company of Individuality 


Individuality is the keynote to 
successful life insurance sales- 
manship. The International 
Life representative never has 
the feeling that his company is 
either slow in giving him help 
in his daily work or unwilling to 
counsel with him. 


Every one of the agents of the 


International knows that his 
company is truly a different 
company. He feels the dis- 
tinction of representing a com- 
pany whose every act enhances 
his local position. Representa- 
tion of as distinctive a life in- 
surance organization as the 
International is a worthy asset 


to every life insurance man. 


INTERNATIONAL LIFE of ST. LOUIS 


The Company of Today With The Methods of Tomorrow 


MASSEY WILSON 
President 


J. L. BABLER 
Vice-Pres. & Gen. Mgr. of Agencies 





